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Metallic Glint is “It” 


The New Steely Gun-Metal Hits High 
Fashion Note, Particularly in 


ASHION authorities are pretty 
well agreed that the Fall and 
Winter season of 1927-1928 is 

to be one in which black costumes 
will reach a_ high-water mark. 
Black is “THE” color. Ordinarily, 
such a condition would lead to the use 
of all black or predominately black 
footwear, which is not so good from 
the trade standpoint. The predomi- 
nance of black in the footwear scheme 
already has become impressive. In 
reports from the leading retail cen- 
ters of the country black already has 
leaped into the forefront. It already 
is the best seller, and with black sell- 
ing so well now, what are the pros- 
pects for a big footwear season? It 
is well kndwn that when black leads, 
pairage falls off. 

What has the trade to offer as a 
substitute for black? The new steely 
gun-metals, which form such an ex- 
otic contrast with black seem to solve 
the problem. In fact, this metallic 
contrast on black is becoming a vogue 
among well dressed women. The ef- 
fect of a steely metallic shoe against 
the black background of the costume 
is striking, smart and fashionabte. 
It has a precursor in the lavish use of 


Contrast with Black 


gold and silver jewelry, to wear with 
black costumes and thus fits into the 
mode precisely and accurately. 














The steel and black contrast, so much 


sought in footwear is further em- 
phasized in this ensemble, made entirely 
of kid skin. The costume was designed 
by Elsie Carpell of George D. Hirst, 
Inc. The shoes and baa were made by 
Delman and the hat by Bruck-Weiss. 


Fashionable footwear purveyors 
long ago “got behind” the gun-metal 
vogue, but realizing that a real me- 
tallic glint was necessary, prevailed 
upon the leather industry to bring out 
a new gun-metal, much lighter in 
shade and more metallic in appear- 
ance than the old one. It is this new 
high luster shade, with the glint and 
hardness of real steel, a true metal 


color, that has hit the bull’s eye. 


omar and black is probably the 

most effective contrasting har- 
mony that could be devised. It avoids 
the use of color, so dangerous in 
merchandising, and yet offers a dis- 
tinctly new note in fashionable com- 
binations. 

The new gun-metal shade is not 
only applied to kid leathers but has 
appeared on patent leather, lizards, 
both and other 
reptile leathers and on other materials. 


real simulated, on 

It has been repeated in hosiery and 
other accessories, particularly hand- 
bags. It has become as much of a 
fashion note as has black, blue, or the 
new shades of brown, and is more 
conspicuous and therefore more ap- 
pealing to the eye than any of them. 











— 


— 


38 


BOOT AND SHOE RECORDER 





September 10, 1927 





A New One Out of the Past 


The Old Fiddle Shank Returns as 
Fashion’s Newest Footwear 


Wrinkle 


HITHER are we going? 

When skirts were lifted so 

that shoes came into view 
there began an era of style footwear. 
More and more style was heaped 
upon the lowly shoe until, piled high 
with overlays and punched full of 
holes it became a riot. Good taste 
and common sense were thrown to 
the winds. The wilder, the better, was 
the popular idea and every new pat- 
tern and idea was hailed as a new 
style note. Anything went as long 
as it was new. All the old ideas 
were cast aside. 

As in all things, the course of de- 
velopment first is toward a diversity 
of basic ideas, then elaboration of 
these ideas, then back to a concen- 
tration on a few basic ideas and a 
shearing away of useless elabora- 
tions. This has been the history of 
style development recently in shoes. 
Right now there is a trend toward 
the old fundamentals, the basic prin- 
ciples. There is a tremendous chance 
for fine shoe making. The little hand 


touches that cannot be achieved by 
machinery are the strong selling 
points in footwear today. Witness 
the return of old lasts and even of 
old patterns, of hand made counters 
and other evidences of hand work. 


T was this idea that prompted Jae 

Michaels, czar of the women’s shoe 
department at Saks-Herald Square, 
to reinstate the “fiddle-shank” as one 
of the newest fashion touches. Mr. 
Michaels discovered a little bench 
factory with lasts that would permit 
shoes to be made with this shank, 
which at its narrowest point is 
scarcely a half inch wide. Years ago, 
fine hand made shoes were all made 
with this shank. It cannot be made, 
says Mr. Michaels, by machinery, 
hence the shoe bearing it has the 
indelible stamp of hand work. 

Several things are achieved with 
this shank. In the first place it ac- 


centuates the high arch effect so 
much in demand today. Secondly, it 


adds tremendously to the fitting 
qualities of the shoe. This shoe, be- 
cause of the narrowness of the 
shank, carries the upper down under 
the foot, and the shoe literally fits 
“like a glove.” When the shoe is on 
the foot, the shank is invisible, a 
new effect in footwear today. 


T would be impossible, of course, 

to supply America’s footwear 
needs by the hand methods of mak- 
ing shoes in vogue a half century or 
so ago. Machinery is necessary to 
our tremendous volume, but at the 
same time there is a place for hand 
work in those stores that cater to the 
kind of trade that appreciates it, and 
as our wealth increases there is a 
constant growing of appreciation of 
the fine points of art in industry. 
The little hand touches here and 
there make a shoe or a costume stand 
out among its brothers and cus- 
tomers are willing to pay more for 
it because of this distinction. 
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This window, depicting the coming of Fall, cost $28 


$100 Sold 1000 Pairs To Men 


The Story of a Really Big Increase 


of Springfield, Mass., $100 to sell 
1000 more pairs of men’s shoes. 

Proof—The sales the first six 
months of this year showed an in- 
crease of 1000 pairs over the corre- 
sponding period of last year. The 
money spent was about $100 for pub- 
licity. 

The accompanying photograph 
shows in detail where the money was 
spent. This trim cost $28. The 
management is confident that it will 
sell an extra 300 pairs of men’s 
shoes. 

Daring windows, full of action, 
stop the crowd. When fast, live 
shoes are given the prominence they 
are here, a spirited buying by the 
lookers is really logical. 

The motif for this particular trim 
is “fall is coming,” so the boys are 
getting ready to go back to school. 
Regardless of weather, work, crops 
or politics, all young men want and 
are interested in shoes. That is, 
they are interested in their kinds of 
shoes, not shoes alone but those 
whose earmarks proclaim Youth— 
shoes with broad toes, doggy shoes 
as shiny and smart as a sheik’s head 
of hair on a Sunday night. 

To have such shoes in a store is 
quite important, but presenting 


T cost the Walk-Over shoe store 


them to the interested public with 
the right setting is a downright ne- 
cessity. 

No one can go by this shop with- 
out seeing a six-foot picture of a 
Soldier’s Field football game. That 
is what stops them first. Then to 
the left of the picture is a spiffy new 
fall suit and on the right, naturally 
hanging on a clothes tree, are new 
hat, gloves, overcoat and cane. After 
noting these out of the ordinary 
things in a shoe store, it suddenly 
dawns on the looker that here is a 
shoe window well worth exploring. 


HERE are fourteen pairs of 
shoes, five pairs of slippers and a 
dozen pairs of sox to investigate; 
that is, of the merchandise that the 
store has to sell. This window is large 
enough to carry 150 pairs of shoes, 
if they were packed in soldier fash- 
ion as some stores think is neces- 
sary. In this particular trim, each 
shoe stands out. The looker is not 
confused, for the entire display is 
eask to read or look at, item by item. 
Over the photograph the sign 
tells its own story. To the name the 
Geo. E. Keith Co. has given to its 
$7 line, “Lucky Boys,” the Springfield 
store has added the word “Eleven.” 
So this “Eleven” will not be con- 


fused with the retail price, footballs 
are pictured on the sign. 

In addition to the two or three 
pairs of shoes that each boy will 
need to start him right on his school 
year, he will require and acquire one 
pair of slippers and numerous pairs 
of sox. Paternal judgment may in- 
fluence the kind of slippers bought. 
As for sox, nothing but the crazy 
string kinds will be considered 
for everyday wear. Having a wide 
range of this kind of plunder that 
is considered “hot” definitely stamps 
the store as being a live one. Even 
the more conservative trade who buy 
only a couple of pairs a year like to 
trade in a store that is full of life 
and customers. They will instinct- 
ively feel that a store having the go- 
ahead-iveness to present numerous 
windows such as the one here de- 
cribed will also have the kind of 
shoes they buy, even if such shoes 
are not on view at the moment. 


N analysis of sales of this store 
shows that the staple and regu- 

lar types of men’s trade is proceeding 
in a satisfactory manner. While this 
is not as spectacular or as easily in- 
fluenced by style changes as is the 
young men’s, the older trade — is 
making consistent gains, proving 
[CONTINUED ON PAGE 43] 








oer 


* gg cre ee 


es 













In Merchant Service Since 1882. 


BOOT and SHOE 


REG ORDER 


ARTHUR D. ANDERSON, Editor 
Owen A. THOMAS Heren M. Haney 
Harry F. BAKER RicHarp L. PRATHER 
Grorce E. Gayou, Associate Editors 
Harry R. Teruune, Field Editor 
CLOra 


Executive, EpiroriaL anp Saves OrFices 
207 Soutn Street, Boston, U. S. A. 


Cable Address Bootreco, Boston, U. S. A. 
Orrice oF THE PUBLICATION 
239 West 39TH Street, New York City 
BRANCH OFFICES 














Cu1caco New Yoax 
189 W. Madison St. 239 W. 39th St 
PHILADELPHIA 
214 S. 12th St. 


Sr. Louis 
1627 Locust St. 





_ Cinctmmati RocHESTER 
501 First Nat. Bank Bldg. 70 Exchange St. 
CHOP oO 


Getting More Shoes Sold Right 





Grade-up Everything 


DUCATING the public into better-grade shoes 
has been in progress for some years. It has 
been real education; there was and is superior 
value in high-grade materials and good workman- 
ship; the public have been shown a real difference 
between good, mellow calfskin and brash, coarse- 
fibered split; between fine kid and papery, acid- 
scorched stuff. The difference has meant more 
money; and people are becoming used to an up- 
ward scale of price. Workmanship, also improved ; 
there is no better shoemaking in the world today. 
The dealer’s struggles with the size problem of 
course do not appear to the public eye. But bet- 
terment is really for the public good. To lessen 
waste and loss is to preserve the interests of the 


- consumer ; because all such economies, or a portion 


of them, are reflected to the consumer. There 
might be a few less shoes on the bargain counters; 
but it is the great central bulk of everyday buying, 
at regular prices, not the odds and ends of bar- 
gains, which most affects the consumer’s interests 
as a whole. One pair of shoes which fit is worth 
several pairs of misfitted “bargains,” as the wiser 
portion of the shoe-buying public have learned by 
experience. 

In the matter of profits (“earnings” is the better 
word, when it can be used to fit the case) the per- 
centage-based-on-selling-price has come into gen- 
eral use. Of course, it is largely a matter of 
simple arithmetic; but sometimes it helps greatly 
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to visualize a well-known principle, by setting up 
some concrete and definite emblem. And the 
change has made a change of mental attitude on 
the part of many dealers, to their own benefit. It 
has helped all dealers to get away from an attitude 
which was thus reproved by one of the leading shoe 
dealers of the United States: “We have too long 
gone.at the job with the souls of cobblers, rather 
than as merchants; have been contented with days’ 
wages for our work, with nothing at all for our 
capital and our risk and our brains.” His reproof 
was at that time justified by many an instance; 
but these are “better days” in the shoe trade, no 
matter what may be said of the older days. 


What You Must Spend 


NE of the most costly errors made in adver- 
tising is to stop advertising. It costs you real 
money to quit. It penalizes you every time you 
slow up or “ease off.” Stopping and starting is 
the most expensive thing in railroading. Every 
railroad man will tell you that the through train 
that runs long distances without stops is the most 
economical train to operate. So it is in advertis- 
ing. It should be a through train to be resultful. 
The public is quick to forget. A man may be 
a hero one day and a tramp the next. One of the 
most pathetic things about our present day heroes 
is the fact that we forget them in a few weeks and 
turn to a new and fresher one. 

The public will forget any store that does not 
keep in the lime light. There is a true old saying: 
“If you want to be remembered you must stay 
alive.” The cemeteries are filled with people long 
since forgotten. Only the tombstones and monu- 
ments serve to remind us of departed great men. 

If a merchant wants to pass out of the public 
mind all he needs to do is to discontinue his adver- 
tising. It is better never to start than to start and 
stop. 

Competitors are eager to take advantage of the 
store’s failure to stay out in the bright light of 
publicity. 

The man who says he cannot afford to adver- 
tise continuously makes a grievous business error. 
He cannot afford not to advertise. He cannot af- 
ford to follow an in-and-out policy with his adver- 
tising. He cannot afford to scatter his forces and 
run an “occasional ad.” 

If your business does not justify a large expen- 
diture in advertising then use a small one. Spread 
the butter a little thinner on the bread but by all 
means spread it. Small space continuously used 
may be made effective if the right thought and care 
is given to planning and writing the ads. If you 
cannot do it yourself call in an expert or enlist the 
services of your newspaper. Make an appropria- 
tion for advertising and spend it—every cent. 
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Keep the Evidence 


O you keep a record book of your advertising? 

Do you have some kind of a system by which 
you may refer back to advertisements used and 
calculate costs and results? To do so is just as 
necessary as to keep a stock book or record of 
sales. Hit-or-miss policy in advertising is waste- 
ful in the extreme. It is next to impossible to tell 
whether or not your advertising is resultful unless 
you adopt a system of accounting and keep a care- 
ful record of advertising expenditures. 

Most merchants who keep a record book of ad- 
vertising use an ordinary scrap book or invoice file, 
into which each advertisement is pasted and an 
entry made as to the date it appeared, its cost and 
the approximate results received. It also enables 
the careful merchant to refer back and compare 
various types of advertisements to see how they 
pulled. 

This system need not be elaborate nor expensive. 
The simpler the better. If a scrap book is not 
available, any kind of a large book will do. Cut 
out every other page to 
allow for the thickness 
when ads are pasted in. 
Paste one ad on a page 
if it is a large one. If 
small ads are used it 
may be possible to paste 
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in. By all means keep a scrap book of ads. It will 


more than pay its keep. 


Meek and Dumb 


OKESMITHS and would-be humorists poke all 
kinds of fun at the shoe business, some of it 
hurtful in the extreme. Does the shoe trade fight 
back? During the World War the sensational pa- 
pers made out a terrible case against shoes and 
shoe men. We were all profiteers and pirates, ac- 
cording to the yellows. Did the shoe trade rise up 
in its might and give the lie to its detractors? Not 
so that you might notice it. The shoe trade sub- 
mitted meekly and took the attitude of “God knows 
we are innocent.” - 

Some of these days, when the news filters down 
to the public through the retail stores that prices 
must advance, we will hear a howl from the sensa- 
tional papers that will curl the hair on a mangy 
wolf. 

It is time the shoe 
trade took account of 
itself. It is time that 
we all sat up and 
showed signs of life. It 
surely is time that we 
ceased to listen and 











several on one page of 
the book. That depends, 
of course, upon the size 
of the book used. 

The record of each ad 
may be made very sim- 
ple. Underneath or 
alongside write the 
date, the size, the cost 
per inch or line, the to- 
tal and the approximate 
result of each ad. 

Suppose you are plan- 
ning a spring opening 
ad and you want to see 
how you did it the year 
before. Turn to your 
scrap book and there it 
is with a complete 
record. If a clearance 
sale is in prospect a 
look at your record 
book will help you in 
preparing the new one. 
Sometimes it is well to 
refer back and compare 
previous ads with later 
ones just to see where 
errors or failures crept 














Loudenville, Ohio 


Enclosed find check to pay for two years’ sub- 
scription to the Boot AND SHOE RECORDER. 

I like the RECORDER very much and have taken 
it for a great many years. 

When I was a boy in my father’s shoe store 40 
years ago I subscribed to the Recorper that I might 
learn more about the retail shoe business. We now 
have one of the most beautiful shoe stores in Ohio. 
Have just finished moving into our new rooms in 
the Masonic Block bought two years ago. 

Much of our success is due to the Boot AND 
SHOE RECORDER. 


Very truly yours, 
(Signed) FRANK M. PETOT 


* *- * 


It’s truly gratifying to have Mr. Petot tell us 
that much of his success is due to the RECORDER. 

There are some shoe dealers (not merchants) 
who tell us they “haven’t time” to read. 

It’s seldom that such dealers can pride them- 
selves on having “the most beautiful shoe store” 
in their town. 

The busiest shoe merchants and the most suc- 
cessful find time to read the Boot AND SHOE 


RECORDER. Sout Fa Te: 


President. 
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heed the croaking of 
the fogies and conserv- 
atives who dread the 
very name of publicity. 
The reactionaries have 
killed off every effort of 
progressives so far. 
Every time a forward 
movement is suggested 


the “Hush—S-h-h-h!” 
crowd have had their 
way. 


Now is the time for 
the brains of the shoe 
business to assert them- 
selves. 


* * * 


Are you going to let 
your customers do their 
Christmas shopping in 
other stores, or are you 
going to suggest to 
them shoes, slippers, 
hosiery and _ possibly 
handbags and_ gloves 
and a few other acces- 
sories that you can 
carry in your store? 
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Push—Push—and Push Again 


pene Some of the Song Hit’s Forward Urge 


USH your advertising and it 
P will push you. Unlike the 

melancholy strain of the song 
in which time clocks, trucks and baby 
buggies clamor for John’s propelling 
powers, advertising doesn’t stop 
when each push stops. It keeps on 
going, but perpetual motion still re- 
maining in the land of dreams, it 
will finally stop pushing until given 
another push. And it isn’t violating 
a natural law, either, to say with 
every push its size and effect and 
strength become greater. 

So here’s another push deeper into 
the fall pocket of prospective buyers. 
Whatever one does, it is an assured 
fact that a lot more will be 
put onto the customers’ 


shoe itself: 


Into Advertising 


like to know who buys their shoes 
at a store. Then you wonder if the 
styles are the best. Again, you like 
to know how a shoe will feel after 
it’s been worn. Also, can you be 
fitted properly. And finally, you are 
really concerned as to whether you 
may expect conscientious treatment 
should anything go wrong with your 
purchase. We don’t attempt to 
answer any of these questions. But 
we give you at random the name of 
a customer who would mighty gladly 
tell you of the satisfaction in buying 
here.” 

Fig. B—This is the copy for the 
“You can’t get away 


from crowds, but you needn’t be just 
one of them. Sometimes a crowd 
just emphasizes one’s individuality. 
Every day comes the experience of 
passing on the street amorfg hun- 
dreds of others a person who thrills 
his way into one’s memory. And 
nine times out of ten it’s because of 
becoming clothes. Would you be 
that person? Well, anyway, the 
above is an unusually becoming 
style.” 

For the “institutional” side of the 
advertisement the following copy: 
“A woman came into this shop the 
other day, looked at several pairs of 
shoes, and went out. 

“Several days passed. 
“A woman came in—her 





feet than is taken out of 
their pockets. 

A man feels about shoes 
as he does about love: won- 
ders if getting the proper 
“fit” in both oughtn’t to be 
left to fate; a woman feels 
that the ideal “mate” is a 
thing to be cherished but 
never realized. And both 
men and women follow 
their fancies when it 
comes to footwear. This 
is a roundabout way of 
saying there’s a lot more 
to be sold in a shoe adver- 
tisement than just the 
merchandise shown. That 
is the basis on which the 
advertisement ideas on 
these pages is built. 





COMBINATION “in- 

stitutional” and “sell- 
er” advertisement is shown 
in Fig. A. The copy for the 
shoe is written as follows: 
“A Sunshiny Shoe—We 
mean by that a shoe which 
brightens up your costume 
generally and never casts 
a shadow on your feelings. 
A saucy tilt to heel and a 
toe that makes a_ foot 
slender and patrician. A 





























is to know 

































































Your Name _ Here 


STREET TOWN 


face seemed familiar—her 
familiarity seemed unusual 
—her ideas seemed ‘set.’ 

“She selected three pairs 
of shoes one after the 
other, and the salesman, 
Mr. So-and-So, felt pretty 
good as a seller (he said 
this himself) until he 
brought out a pair of shoes 
which didn’t match the 
lady’s_ description—and 
then a great light! 

“She was the same one 
who had been in several 
days before. 

“She knew what she 
‘ wanted and she didn’t have 
much patience left (who 
would after shopping three 
days?)” 


HE caption in Fig. C is 

as follows: “High in 
Quality—but with price 
it’s different.” This does 
not mean that the price is 
a “cut” one. No. The price 
is one that will guarantee 
the most for the money. 
The body of the text is as 
follows: “Before these 
shoes have lost their new- 
ness you will have pur- 
chased a hat or two or a 
gown or two. 








perfect fitter in all sizes. 
(Price.)” 

“Best to Know” is the 
“institutional” copy and 
would be written in the fol- 
lowing vein: “First, you 





tendency of the day. 


Figure A shows rather a daring treatment of a shoe in a 
newspaper advertisement, but in line with the bizarre art 
A small block of type in the upper 
right corner tells about the shoe. The bigger type mass at 

the bottom is devoted to institutional copy 


“You see, you expect so 
much more of your shoes 
and they usually give you 
more than any other ar- 
ticle of apparel that you 
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actually spend less for them than for 
other things. This beautiful model 
is for street wear.” 

The humdrum of merchandising 
and selling is knocked out for a time 
with the novel stunt. Interest lags 
and is brightened up again periodi- 
cally and no article on advertising 
should ever omit the possibilities of 
an unusual scheme. 


N these pages will be found ideas 

which will appeal to a range of 
stores from the big fellow down to 
the little fellow. There is some food 
for thought in the copy presented 
here. Some may think it a little 
long-winded, but it is of a type that 
is quite necessary nowadays, when 
the trend is toward emphasizing 
footwear as the most important part 
of the costume, not alone for the 
style but from the anatomical point 
of view. 

The millinery, the costume and 
other trades are making a strong bid 
for the consumer’s dollar through 
unusual and eye-smashing advertis- 
ing. If the shoe man hopes to get 
his share of what the cus:omer has 
to spend, he must adopt the same 
tactics. The commonplace no longer 
attracts attention. 


Figure B — This 
advertisement is 
designed to appeal 
to women who 
want to be just a 
little “different.” It 
harps on this 
theme and holds 
up as a shining ex- 
ample the atten- 
tion which will_be 
attracted by any 
one of several 
shoes which may 
be pictured in the 
advertisement 
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Figure C — The 
appeal in this ad- 
vertisement is 
double - barreled. 
The woman is of- 
fered quality at a 
price, but also it ts 
emphasized that it 
is in no way a cut- 
price offer, as this 
would not «unnat- 
urally lead the cus- 
tomer to think that 
the style might be 
passé 


$100 Sold 1,000 


Pairs to Men 
[CONTINUED FROM PAGE 39] 


that it is not being driven away by 
the strong appeal to the younger 
man. 

Does the schoolboy go to school 
“with bright and shining face and 
lagging footsteps,” as Bill of yore 
said, with some books slung over his 
shoulder? 

Knowing observers grouped 
around the windows, in checking up 
on the partly packed schoolboy trav- 
eling bag, say the displayed accesso- 
ries sO necessary in acquiring a 
modern education were selected by 
an expert. Included in the loot often 
stuffed in the bag are such little 
trinkets as the “bones,” a flask, 
pipes, tobacco pouches, maybe some 
shirts, ties and the like. Grouped 
around the bags are the shoes boys 
like, many blacks and tan heavy 
soled laced and strapped oxfords, 
golf and dress shoes, then new ideas 
in slippers and the string sox the 
store sells. 

If there is any doubt about the 
sales value of such a window, ask 
any boy around 16 or 18 years old. 
If there is any doubt that windows 
of this type will not get more men’s 
shoes sold, ask the man who has 
tried it. 
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In The Land of Leg-O-Mania 














Just a Bunch of Good Girls Putting Their Best Legs Forward. 


sang Anna Held years ago, 

in a song about the little 
country maiden in the market place 
who sold more eggs than any of the 
others. Say it over rapidly and you 
catch the point. The song was a bit 
daring for those days, but so were 
the ladies of the ensemble in “The 
Black Crook.” They wore tights and 
the audience was treated to a sight 
of real—ah—limbs. Legs hadn’t 
yet come into vogue. 

But now—the sight of legs, female 
legs, beautiful legs and legs not so 
beautiful, is not uncommon. In fact, 
some people are beginning to argue 
that the sight of feminine 


66 S= had such beautiful eggs,” 


clad calf sprang into view, there was 
a hue and cry from certain quarters. 
The Puritanical-minded rolled their 
eyes and shivered. The end of the 
world had come. In some place there 
was an effort to legislate short skirts 
out of existence. The reply of the 
ladies was to snip a few more inches 
off the skirt. First ankles came into 
view, then the calves, and then the 
knees. What next? 

Now, all this display of feminine 
legs is not founded on mere sex ap- 
peal. Bless you, no! As a matter 
of fact, the sex idea has been lost 
more or less—buried under a deluge 
of ankles, calves and knees. Inher- 


ently, legs are beautiful. The soft 
curve of a well-turned ankle, calf and 
knee is really artistic. Woman has 
just discovered that she has been 
hiding for ages one of her greatest 
charms. Of course, now and then 
you do see a pair of ill-formed legs, 
but compare the number of them 
with the thousands and thousands 
of shapely limbs that you dv see. 
Beautiful legs demand a beautiful 
setting, hence the new idea in foot- 
wear and hosiery. No longer are 
foot and leg coverings merely that. 
They are more than coverings, they 
are complementary parts of the en- 
semble. Fully one-third, and in 
many cases more, of a 

“2  Woman’s entire costume is 





underpinnings no longer at- 
tracts attention. But 
doesn’t it? If it didn’t, do 


They cut up frogs and rattlesnakes, 


you think women would 
continue to wear short 
skirts? Not by a long shot. 
Women, who are supposed 
to possess the utmost of 
cunning in devising meth- 
ods of allurement, have 
only discovered in the last 
few years that legs have 
value. They discovered a 
fundamental truth, and 
whether we like it or not, 
legs are here to stay. We 
see them on the streets, in 
the cars, in our shops and 
offices and in our homes. 
Legs, legs, legs—driven 
into our consciousness from 
morning until night. Is it 
any wonder that some weak 
minds have broken under 
the strain and that doctors 
have coined the name for 
a new disease—Legomania? 

When legs first became 
fashionable and the golden 





Skin turtles, bats and owls. 

Peel off the pelts of pussy cats, 
Regardless of their howls. 

Of snakes and lizards by the score. 
The desert is depleted, 

And every day our tired eyes, 
With “new effect” is greeted. 


(Chorus) 


Now! What do you think of that? 


Yes! What do you think of that? 
The dog, the frog and the young pollywog! 
Even snakes ain’t safe fast asleep on a log, 
When our wives run around on a cobra’s hide, legs. 
With trimmings of zebra all over the side. 


Now what do yow think of that? 


Yes! What do you think of that? 
For something that’t new in the line of a shoe, ful 
We rummage the earth and the broad 


heavens blue, 


We'll go to Gehenna before we get thru, 
For something that’s new in a shoe. 


(C. B. Tibbetts.) 


now supplied by hosiery 
and shoes. Articles so con- 
spicuous cannot be drab 
and dull. By the very na- 
ture of things, shoes and 
hosiery are placed very 
much in the public eye. 
Shoe consciousness? Yes, 
indeed. It is really leg con- 
sciousness, which the shoe 
man and the hosiery man 
is translating into foot- 
wear and stocking con- 
sciousness. 

More power to beautiful 
As long as legs en- 
joy the spotlight as they 
do today, the shoe man has 
a glorious opportunity to 
decorate them with beauti- 
and profitable foct- 
wear. Time was when 
women got a thrill from 
buying new hats. The cen- 
ter of attraction has low- 
ered. The thrills now come 
from new shoes and ho- 
siery. 
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New Type Style Show Planned 


N. S. R. A. Exhibition to Be Divided Into Unit 
Acts—Each Devoted to a Different Type 


HEN the directors of the 

\ N N.S.R.A. decided that there 
should be something new 

and different in the way of presen- 
tation of style at the National Con- 
vention in Chicago—something dif- 
ferent in the development of a style 
show—something startling enough to 
be new and new enough to be 
startling, it was only natural that 
they should have unanimously offered 
the task to Julius Goldberg of 
O’Connor and Goldberg of Chicago, 
—for Julius is one of the compara- 
tively few men in the trade who are 
not only suspected but actually con- 


victed of “springing” something new . 


in an otherwise old profession. 

It is generally agreed among mer- 
chants and manufacturers as well 
that previous style revues have taken 
on a character of amusement and 
theatrical spirit which, while enter- 
taining, certainly lost sight of the 
primary purpose of the style show— 
the exploitation of the season’s style. 
There has been a noticeable lack of 
co-ordination of the various branches 
of the industry and an equally notice- 
able lack of separation of both style 
and the type of footwear shown. 

The tentative plans submitted by 
Mr. Goldberg and enthusiastically 
agreed to by the board of directors 
embody some unusual changes. 


“ HE style revue,” said Mr. Gold- 

berg, “will consist of a number 
of units clearly distinguishing the 
individual classification. For  in- 
stance, there will be a unit devoted 
to bench made turns, Goodyear 
turns, sport footwear, McKay shoes 
and children’s and misses’ footwear. 
If there are sufficient exhibitors in 
any or all of these classifications 
then it is possible that we will divide 
them according to grade so that the 
exhibition may resolve itself into a 
clear picture of what the manufac- 
turers in the industry offer for style 
and for price to the merchants of 
the country. 

“You will notice,” observed Mr. 
Goldberg, “that we are leaving the 
question of men’s shoes entirely out 
of these calculations and this has 
been done because I do not believe 





JULIUS GOLDBERG 


Chosen by the N. S. R. A. to stage 
the style show in Chicago 


that men’s footwear has any place 
in #@ runway presentation of women’s 
style footwear. This does not mean 
that we are leaving them out of our 
calculations however, for the men’s 
business is as important to the mer- 
chant as the women’s. If enough of 
the men’s shoe manufacturers will 
declare themselves in favor of a 
style show presentation of their foot- 
wear then we will arrange for a sep- 
arate revue of the men’s lines and 
probably at a different time and in 
a different place from the women’s. 

“We discussed and decided at the 
New York meeting that the associa- 
tion would offer a blue ribbon award 
for style merit. We are not offering 
this for the bizarre and extreme but 
rather seek to call forth from the 
manufacturers shoes that are both 
fashionable and practical, adaptable 
to the average wardrobe and for sale 
in the average shoe store. We shall 
be the critics of the footwear shown 
on the runway and are counting on 
the manufacturers to bring out from 
their lines the styles and patterns 


which hitherto have been withheld 
for private showing to the selected 
few merchants so favored and those 
manufacturers with whom we have 
talked so far, have expressed them- 
selves as willing to cooperate. 

“It is not our intention to try and 
see how big we can make this revue, 
but rather how well it can be done 
and how well we can portray the 
style as we wish to have it portrayed, 
and we shall exercise unusual care in 
the selection of the models as well as 
the styles shown. 

“The merchandise shown on the 
runway will be credited openly to the 
manufacturer whose genius for style 
and whose ability to manufacture is 
directly responsible for the shoe, for 
we believe that the manufacturers 
deserve full credit for the works of 
art which are forthcoming from 
model and machine in their factories. 

“We plan now to have a committee 
of merchants capable of judging the 
merits of every shoe on the runway 
for the purpose of the awards of 
merit. We of course hope for un- 
limited cooperation from manufac- 
turers and real participation by shoe 
buyers from all sections of the 
country but regardless of the num- 
ber of exhibitors, we will adhere 
firmly to our fundamental plan and 
assure every manufacturer that this 
revue will be staged with the same 
degree of treatment accorded to every 
one participating in it and that no 
manufacturer will find privileges ac- 
corded to one that are not offered the 
other. 


HE N. S. R. A., after a three 

weeks’ period of consultation re- 
garding the decorations of the Hotel 
Stevens for the big convention, have 
announced the awarding of the con- 
tract to the well known firm of David 
Zork & Co., who will decorate the 
grand ballroom for the occasion. 
Edward A. Beck, well known and for 
a long time the director of the N. S. 
R. A. style shows, will again direct 
this year, and the final plans will be 
completed just before Christmas 
when Mr. Goldberg leaves on his 
customary semi-annual trip to Paris 
and other European style centers. 
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Peoples Ideas) 
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Pie Eaters Club 


IG brawny men are raised in 
Maine—strapping huskies with 

hair on their chests. What makes 
them so? Eating pie of course. It 
was the realization of this truth 
that caused the Benoit store of Port- 
land, Maine, to bring into being a 
new organization which was aptly 
named “The Pie Eaters Club.” Its 
membership is limited to boys from 
six to 11 years old. The following 
dialogue is typical: 

Salesman: “Do you belong to the 
Pie Eaters Club?” 

Boy: “What do you mean?” 

S.: “Do you eat pie?” 

B.: “Bet your life.” 

S.: “Like pie?” 

B.: “Sure.” 

S.: “All right, we. will register 
you.” Business of filling out a blank 
which reads: Name......, Address 


first degree club button carry- 
ing the motto: “Bigger and Thicker 
Pies” is now given the boy. On the 
second and third purchases mem- 
bers get second and third degree 
buttons. Now the boy is a_ full- 
fledged member in good standing. 
One of his first self imposed duties 
is to tell each and every other boy 
whom he meets what happened to 
him, when and where. 

A couple of days before a mem- 
ber’s birthday, a congratulatory card 
from the store is received that con- 
cludes with this message: “To help 
you celebrate your birtliday we have 
had an extra thick pie baked for 
you, which you may have by calling 
at the official] Pie Eaters Store. 

Do they come? 


Buy Shoes and Join the 





( Other 





This Guy’s Wise 
AUL JESBERG of Los An- 
geles, quotes quite freely 
the following verse which will 
serve well as an inspiration to 
store service this fall. 
“The reason people pass one 
door 
“To patronize another store, 
“Ts not because the busier place 
“Has better shoes, or hose or 
lace, 
“Or cheaper prices, but it lies 
“In pleasant words and smiling 
eyes. 
“The greatest difference I be- 
lieve 
“Ts in the treatment folks re- 
ceive.” e 














It is planned to have a club field 
day once a year, serving the youth- 
ful guests with extra thick, double 
deck pies. Possibly in the winter 
a Saturday morning movie will be 
the means of getting the club to- 
gether. It is really surprising how 
the boys can’t be induced to trade 
at any other place than this official 
Pie Eaters Store. 


+ & 


How He Graded Up 


HE following for merchants 
considering grading up: 

Back four years ago, when W. C. 
O’Mally took the job as shoe buyer 
for the Edw. Malley Co. of New 
Haven, the top price was $6.85. To- 
day the lowest price is $8.50. By 
talking quality consistently, by ren- 
dering real fitting service, the sales 
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up to this year have shown a 30 per 
cent yearly increase. For the past 
six months the increase has averaged 
50 per cent over last year. Since 
the change it has been noticed that 
many customers wait for certain 
salespeople, something that seldom 
happened before, proving that the 
better service is being appreciated. 
There are several contributary fac- 
tors to this healthy gain in sales, 
viz.: a good man in the advertising 
department who knows how to draw 
shoes, the shelves full of good shoes 
that folks want, and an eager, alert 
selling organization. 


* + 


The Small Town 
Wins Out 


at bo solution of the problem of 
the small town shoe merchant 
in successfully holding his own 
against the encroachments and com- 
petition of the nearby big town 
shops resolves itself into a case of 
correct merchandising and of apply- 
ing the city style methods to the 
local community,” is the belief of 
Arthur Smith of Greensburg, Pa. 
In developing this thought he said: 

“The problem of the small town 
man is hard because he makes it so. 
There are more lines carried by the 
small town man in proportion than 
by the large city merchant, for the 
little fellow tries to serve every one 
in his twon, whether it is profitable 
or not. Concentration of lines and 
of styles, coupled with intelligent 
buying, is necessary. 

“It is just as easy to get the prices 
of the big town stores if the trade is 
given style and service. The small 
town store must constitute itself as 
a style center and let the whole town 
know that it can give styles as fast 
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as the big town. The problem of the 
small town man is keener than that 
of the big town man, as he must 
carry the new styles and have a 
proper assortment of sizes. Fur- 
thermore, it is decidedly harder to 
clean out the short lines. Women 
are buying pretty shoes, not crazy 
ones, so it is possible to carry a 
smaller stock of new shoes, keeping 
it thoroughly sized up at all times. 
“Budget your purchases as though 
shoes were diamonds—not potatoes. 
By watching the beginnings (buy- 
ings) the endings will take care of 
themselves. If the shoe business is 
to be better, each line must be 
bought and merchandised as if it 
was the only line in the store. The 
stock must be in liquid condition to 
take care of the whims of style.” 


* 


A New Shoe Stretcher 


OMETHING 
new in the 
way of a _ shoe 
stretcher has been 
invented and 
patented by Elia 
Galterio, shoe re- 
pairman of the 
Fontius Shoe Co., 
Denver, Colo. Mr. 
Galterio conceived 
the five-way idea 
after being 
bothered with 
stretching and altering light weight 





Elia CGalterio 


shoes; and believes that now Mr. 


Average Shoe Merchant has the shoe 
stretcher of his dreams. The 
stretcher is made over regular shoe 
shaped lasts (men’s and women’s) 


The new 
stretcher, 
showing its 
five - way 
construction 





which insures the shape of the shoe 
during the process of stretching. The 
main features of this stretcher are 
that the toe cap may be raised; the 
ball stretched at the bunion joint; the 
heel spread; stretched at the toe cap 
or lengthened in single operations, 
or all at the same time. The stretcher 
is constructed of wood and metal 
combined to insure lightness. 
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Interior of the “Five Dollar Shoe Store” in Tampa, Fla. 


66 idea of getting customers 
into your store,” says S. H. 
Woodbery, manager of the “Five 


Dollar Shoe Store” of Tampa, Fla., 
“is, first to have good looking win- 
dows. Do not have your windows too 
full of shoes; have them arranged 
so they will stand out and can be 
seen very plainly by any one just 
passing the streets. The thing you 
want to do is to get your customer 
to stop and look in your windows 
and then the next thing is to have 
your store kept clean, your fixtures 
arranged neatly. Your stock must 
be arranged so that you will know 
exactly where to put your hand on 
any shoe in the house when you want 
it; next you want a live wire sales- 
man, I mean a man that knows how 
to fit shoes and knows how to meet 
the public and after he meets them 
knows how to handle them. 

Business is being done on better 
principles “oday, and with better re- 
sults this year than it was five years 
ago, but to meet new conditions in 
the trade, higher cost and higher ex- 
penses must be met by a revision of 
percentages of profits. When shoes 
are sold in volume at small profits 
and with everybody doing it, many a 
merchant is going to get his toes 
skinned by left over sizes and styles. 
On a rising market, therefore, better 
service warrants better profits and 
also better salaries for the men that 
are selling them. 


“The main thing of all is to show 
your customers kindness, considera- 
tion, and let them know that you ap- 
preciate their business and are 
willing to serve them right at all 


times.” 
* & 


Turning Customers 
Into Repeaters 


S¢Q\ERVICE is what brings cus- 

-tomers back,” said W. T. Camp- 
bell of Montgomery, Ala. “That 
extra service consistent with good 
business always makes folks feel 
friendly toward a store. Good mer- 
chandise is naturally a part of that 
good service. It is the friendly feel- 
ing inculcated by service that turns 
the ordinary customer into a regular 


repeater.” 
* * * 


He Now Sells More Sox 


P front, right back of the men’s 

hose department of the Walk- 
Over, Pittsfield, Mass., store, a five- 
bar rack is fastened to the wall. 
This frame is of the same material 
as the interior woodwork and on it, 
where all may readily see, examine 
and buy, is a goodly showing of 
“sox.” They told me that hose sales 
had increased wonderfully since put- 
ting up of this rack. As the men’s 
hose business is usually woefully 
weak in most stores, this idea may 
be well worth considering. 
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What Is Selling at Retail 


Covering the Entire Country in a Style Survey, 


Giving Positive Information 


INCINNATI—Fall shoes have 

started moving pretty rapidly 
for retail merchants here, although 
the season is not far enough ad- 
vanced for business to be at its best. 
The advance in prices has not seem- 
ingly affected the retail trade, sev- 





One of the numbers selected by 

Whiddon’s, of Dallas, Tex., to open 

the fall season. Genuine alligator, 
priced at $13.50 


eral merchants reporting business to 
be better than this time one year 
ago. Patent is still very strong and 
alligator, suéde and kid have started 
moving well. Satin is expected to be 
good a little later in the season, as 
is reptile and lizard in the better 
grades. 

The Irwin Co. shoe department is 
doing a nice amount of early busi- 
ness on alligator and lizard, H. E. 
Morisse, manager, said. Brown 
suédes are moving well for the Irwin 
Co. and black patents are going very 
strong. Mr. Morisse expects satins 
to move well later. One to six eye- 
let ties and Colonial pumps are the 
most demanded patterns at present, 
according to Mr. Morisse. 

The fall season is further ad- 
vanced than it usually is at this time 
and an invasion has already been 
made on the new fall line, reports H. 
Momper, manager of the Rollman 
Sons shoe department. Patent and 
kid in black are making the most 
noticeable moves for the Rollman Co. 
and reptile has started moving to a 
certain extent. According to Mr. 
Momper, the $6 grade of shoes has 
black patent as a leader, while alli- 
gator, reptile and snake move best 
in the $10 grade. Mr. Momper 


thinks satin and suédes are headed 
upward and will be very much 
called for through fall and winter. 
The Florsheim Shoe Co. reports a 
good volume of business during the 
past two weeks, with approximately 
60 per cent of the sales going to 


black, 25 per cent to dark tan and a 
very light sprinkling to other shades 
of tan. More high top shoes are 
moving for Florsheim than has been 
the case at this time of the season 
for the past two years. Sports 
shoes are still being called for to a 
certain extent, but are not going as 
well as was expected. 


ONTREAL—The status of rep- 

tilian leathers appears to be 
settled in the retail shops for the 
fall season. In the medium grades, 
priced from $7 to $12, some little 
imitation and real lizard, alligator, 
snake and the like, are sparingly 
used for trimmings, while in the 
better grades any shoe made wholly 
of these leathers is assured of a 
ready sale. To quote A. Mendelson 
of the Vogue: “Anything of mottled 





Another example of reptile leather 

freely used. Featured by the Jordan 

Marsh Company of Boston in brown, 
black and taupe at $10 


leather is good. If we are out of 
one material, a customer will buy 
some other. Black and colored liz- 
ards are leading, with snake, alli- 
gator and shark following closely.” 
The past summer season has been 
remarkable for the great numbers 
of shoes sold to American women 
tourists. It is particularly signifi- 
cant that the most-eagerly sought 
patterns were the open shanks in 
those shoes priced from $16.50 up. 
Early buying of wide straps and 
open shanks for evening wear indi- 
cates the popularity of this style. 
In the $10 field, most merchants 
agree that heels are to be somewhat 
lower, vamps a trifle longer, while 
the modified English lasts will con- 
tinue. S. E. Wygant of the Surpass 
Shoe Co. is buying 40 per cent 
straps, 25 per cent gores and 35 per 
cent ties, high riding straps being 
the best strap number. Style shoes 


will center around brown kid in two 
and three tone combinations, with an 
occasional touch of reptile trimming. 

At Murphy’s, E. B. Sheffield has 
bought 60 per cent blacks (patents, 
satins, kids, etc.), as against 40 per 
cent browns, with most of the heels 
around 14/8. He is touching brown 
and black suédes very lightly, hav- 
ing them if the call comes. A ma- 
jority of the patterns are of the tie 
family, as these are not only good 
but they are practical. 

“Black satins are always good at 
Stewart-Dusseault’s,” said W. H. 
Stewart. Here the shoe that is hav- 
ing a remarkable reception is a 
three-eyelet tie, whose base color is 
mocha calf, the reason for its popu- 
larity being that it blends so nicely 
with the fall costumes. 


ETROIT—The new gunmetal 

calf is being introduced here 
and is meeting with considerable 
success. Besides this new metallic 
leather, alligator and lizard are also 
finding favor. One merchant ob- 
serves that the spike heel is passing, 
and deservedly so. He views this as 
a return to normality and points out 
that very few people ever could wear 
this style with anything like com- 
fort. 


OCHESTER, N. Y.—McCurdy 
& Co. is featuring alligators 
priced from $11.50 to $16.50. They 


. 





“Fashion says black for fall,” de- 
clared the fall opening announce- 
ment of The Bootery, Wichita Falls, 
Tex., and they prove it by showing 
this novel strap effect in patent 


are offered in oxfords, strap pumps 
and opera slippers. Of particular 
significance is the enthusiasm with 
which the ladies are accepting the 
new low heels. Although high heels 
formerly were considered an abso- 
lute necessity for perfect footwear, 
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low heels are now taking their place 
in Rochester, at least. 

Duffy-Powers Co. is showing a 
fine line of the new low heeled shoes 
in a variety of attractive styles. 
They are showing the Treadeasy 
line of walking shoes, all priced 
at $7.50. One style comes in brown 
kid with two-eyelet tie and parch- 
ment tongue. Another style some- 
what similar is offered in burned 
oak, patent leather, black kid and 
black satin. It is cut high around 
the ankle and instep and is set off 
with a decorative effect on either 
side of the throat. 

Alligators are offered for $7.50, $8 
and $8.50. They come in one-strap, 
with a variety of shades of the skin. 

I. Miller Stores are featuring a 
clearaway sale of slippers selected 
from summer stocks. They are of- 
fered for $5.50 and $8.50 and include 
short lines of golf oxfords and high 
heeled dress slippers. 


LEVELAND—C has. Wyman, 
manager of the Allen Shoes 
store, 10302 Euclid Avenue, looks 
for a new spurt in business in early 
September. Mr. Wyman has cleaned 
up the summer stock through Au- 
gust sales and now stands ready for 
a big fall season. Blacks will be 
stronger than ever, he says, in rela- 
tion to the autumn eall. Patent 
pumps and velvet and suéde ties are 
anticipated in the future black sales. 
Colored suédes in the darker shades 
will also run strong in the popular 
trend. Spanish and Cuban heels are 
found most popular at this store. 
Mr. Wyman reports summer busi- 
ness on an even footing with last 
year. 
E. A. Scheiderlein, new manager of 
the Forsythe Shoe Corp. store at 820 
Euclid Avenue, looks for a_ black 
year, with satins, velvets and suédes 
moving freely. Strip pumps and 
ties will have the big call during the 
coming months. Mr. Scheiderlein 
was appointed manager of the store 
in April, 1927. He was formerly 
buyer in the shoe department at the 
Bailey Co. store for five years. F. 
G. Logan is assistant manager. 
W. C. Haak, assistant manager of 





Selig of Indianapolis, also carrying 

high-grade footwear, is also betting 

heavily on reptile effects. This sim- 

ple one-strap comes in black or tan 
lizard at $16.50 
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the shoe department at the Stearn 
Co. store, reports fall sales opening 
up, with prospects of a good season. 
Mr. Haak looks for black to be the 
staple item in dress wear, while 
brown will get the call for everyday 
wear. Patents will find continued 
favor and satins are reported to be 
picking up. Mr. Haak states that 
the real high spike heels are losing 
out, while high Cubans are spring- 
ing into favor. 


HICAGO—Pumps continue to 

hold their lead among the modes 
at the Palmer Boot Shop. Quite a 
favorite among the pump family is 
the low-heeled, broad-toed black 
suéde of the French type, topped by 
a smart tie of rich black ribbon and 
which presents a striking accessory 
to the chic walking costume. Pat- 
ent leathers are selling very well, 
due to the fact, no doubt, that dark 
clothes are much more in evidence 
than a few weeks ago, the fall sea- 
son being almost upon us. Blue and 
gray strap slippers with touches of 





Blue kid with water-snake quarters, 

the choice of O’Connor-Goldberg 

in Chicago. Incidentally, they have 
been placed on sale at $24.50 


contrasting color are prominently 
displayed and, judging from the 
comments overheard, blut will be 
quite in vogue this coming season. 


NOXVILLE, TENN.—Simplic- 

ity is the keynote of the new 
fall shoes now being displayed by 
the Beeler-Coffin Shoe Co. bootery. 
The well dressed woman is buying 
for street wear a shoe that is quite 
conservative in cut, according to U. 
D. Beeler, while for dress wear the 
same simplicity is observed, although 
a slightly higher heel is usually fa- 
vored. Patent, always a good be- 
tween seasons number, is leading in 
straps and ties, the one-strap style 
with Spanish or Cuban heel still 
holding the foreground... The me- 
dium and darker shades of tan and 
brown, forerunners of the autumn 
season, are beginning to move, two- 
tone combinations of these shades 
being particularly well received. 
One model of this sort, a light tan 
with slighly rounded toe and 18/8 
heel, having the narrow strap and 
collar of a darker shade, is typical 
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of the shoe that is being bought for 
early fall wear. The all-reptile is 
not moving so well at the Bootery, 
although calls are frequent for rep- 
tile trims. 


NDIANAPOLIS, IND.—Black liz- 

ard skin in the plain footwear has 
been very good, with the usual good 
demand for patents and black foot- 
wear, says Mr. Hoffman of Selig’s 
footwear section. One of the nota- 
ble features is the simplicity, with 
the fitting an outstanding feature. 





Here come the browns for autumn. 

This is the Walk-O-Tie, featured 

by the Walk-Over store in Evans- 
ton, Ill. The inlay is of lisard 


There is some demand for the Puri- 
tan buckle pump, with calls for the 
darker shades of tans. However, 
blacks are in the lead at present. 

Business is fair, according to R 
H. Louden of Feltman & Curme, and 
a very good business has been done 
on white shoes, which have been sell- 
ing extremely well right along. The 
regular summer clearance sale has 
helped to clear for the arrival of 
the new fall footwear. Mid-summer 
clearance sales are now in progress 
in all stores. Ideal weather is bring- 
ing out the trade and dealers report 
a general clearance of stocks. 


USTIN, TEX.—Dark shades with 

simpler trimmings, lower heels 
and slightly narrower toes are lead- 
ing the sales for the French Boot 
Shop of Austin. D’Orsay regents in 
genuine lizard, gun metal silk kid 
and all black patents are popular 
patterns with the shoppers of this 
firm. 

“The Princess Tie’ is one of the 
leaders for the W. C. Stripling Co. 
This shoes comes in lustrous black 
satin or mirrorlike patent. It is a 
cut-out on the sides and trimmed 
with a ring of orchid kid. 





Another navy blue kid shoe, this one 

a plain pump pattern of kid, selling 

at The Fair, in Fort Worth, Tex., 
for $10 
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New Caste Leatuer Co., Inc. 


The style tending to simplicity 
somewhat reduces your opportunity 
to be individual. 


There is a quiet elegance about 
the shoes being made of NEW CASTLE 


GLACE KID that impresses. 
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ye WOMAN WHO an 


HE knows what she 
wants, the modern 
woman. She has money to 
spend. She knows what’s 
smart—she knows the 
smartest things are those 
of simple, slender lines. 
In shoes, she is turning 
eagerly to the slim and 
graceful lines of Dorothy 
Dodd shoes. For not only 
are these famous shoes 
slender as Fashion has 
decreed but they are cun- 
ningly designed to slen- 
derize the foot that walks 
about in them. 





Smart fall walking pumps pot 
| lligator. This model, 


in 
in textured alligator calf i is smart. 





Partial to two-leather combinations, 
the fall mode is illustrated in this 
trim patent pump with ankle strap of 
snake calf. 


DOROTHY DODD SHOE COMPANY, JAMAICA PLAIN, 




















new Dorothy Dodd ties. 
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Linder Snes 
URCS “Oy 


Whenyoubuy Dorothy 
Dodd shoes, you buy a 
line keyed to the tastes 
of a large, free-spending 
element. You are opening 
your door to thousands 
of smart, sophisticated 
women who buy and buy 
and buy—who not only 
like Dorothy Dodd but 
who sing her praises to 
their friends. The Dorothy 
Dodd line is your fran- 
chise to a definite slice of 
the shoe market—the live 


‘and profitable slice the 


clever merchant wants. 


For the frocks of black satin and vel- 
vet so fashionable this season, black 
satin pumps will be indispensable. 


This slender tie for town and after- 
noon frocks is in patent with black 
calf, and heel militaire. One of many 


BOSTON, MASS. 
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on every sole 







The mew style pictured here 
is No. 7125, one of the 109 
styles of Goodyear’s Welts 
and Stitchdowns carried in 
stock which comprise the 
KINDER-GARTEN Line. 
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Segal’s Bootery at 4723 Lincoln Avenue, Chicago 
and Mr. Lou Segal himself 


"Qnly one thing wrong 


with Kinder-Garten shoes” 


—says this dealer 


—“they last too long! Mothers bring in 
youngsters who’ve been wearing out a 
pair of ordinary shoes every three weeks. 
We fit them with KINDER-GARTENS 
and they get three months’ wear! 

“Still that’s good business in the long 
run because once we sell a woman on 
these shoes she keeps on buying from 


us—even if she moves away from this 
neighborhood. 


“Our sales of KINDER-GARTEN Shoes 
have grown rapidly since we put in the 
line. We push KINDER-GARTENS be- 
cause we consider them the best chil- 
dren’s shoes on the market today.” 


FARGO-HALLOWELL SHOE CO.,1701 N. Robey St.,Chicago, Makers 
HAYNES HENSON SHOE CO., KNOXVILLE, TENNESSEE 


Distributors of “KINDER-GARTEN SHOES” for 
Tennessee, Kentucky, Georgia, Alabama, Virginia, W. Virginia, N. Carolina, S. Carolina, Mississippi 
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NEW YORK CITY 
R. F. Schneider 


907 Marbridge Bldg. 






W. B. McNutt. 218 Charles Bldg. 


BOOT AND SHOE RECORDER 53 





Barret 





“Buy a good number and stick 


to it.” This pattern has sold : 

many thousands of pairs of shoes PS Secm ho seeeko 
in two years and is now selling 
at the rate of 1,500 pairs weekly. 











Shoes 


in smartness of style and accuracy of 
fitting attract and hold the trade of 


women who know. 
Featured by America’s leading shops. 


For a way to make more sales and 





profits, look into our Built in “Beauty 


Arch”’ construction. 


TA 
SHERWOOD SHOE CO. 


Makers of “Built in” Beauty Arch Shoes 
ROCHESTER, N. Y. 


CHICAGO PHILADELPHIA LOS ANGELES 
F. J. Le Pine W. F. Schoell G. ©. McAtee 
1618 Republic Bldg. 119 So. 4th Street 706 Forrester Bldg. 


DENVER, COL. PITTSBURGH, PA. 
Harry Waldron, Hotel Henry 
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A Business Builder 





MARILYN 


A cut out oxford with tongue, 353 (three width 
combination) last, 14/8 leather Cuban heel, 
fiber top lift. Built in steel arch supporting 
shanks. 


In Stock 


Style B1954—Black Glazed Kid $5.50 
Style B1956—Sorrel Tan Kid $6.25 
Widths 7A/4A to D/EEE 
Sizes 214 to 11 


Marilyn is one of those all 
around fitters that is sure to be 
appreciated when fitting a par- 
ticularly difficult foot. 


You will also find it a very satis- 
factory number on practically all 
types of feet. 


Having a broad tread and a three 
widths narrower back, it makes a 


splendid bunion shoe. 


Built with a short heel measure, 
it hugs the slenderest of heels. 


It is generously wooded over the 
cuboid, and with its wider shank 
and narrow waist, gives you 
something that will hold the 
extremely soft, flexible foot. 





ne 


37 Canal St., Rochester, N. Y. 


Chicago Office: 189 W. Madison St. 
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Who’s Who on the Road 


N.S. T.A. Group Insurance Disbursements to Bene- 
ficiaries Amount to Date to $8,000 


HENRY HAGAN, who represents 
the Johansen Bros. Shoe Co., with 
Boston sales office at Room 535, The 
Statler Building, reports that his line 
of McKays, turns, and welts, in blacks 
and browns, are selling well. Particu- 
larly good, he says, are wide straps, and 
in heels ‘not over 20/8. Patent leath- 
ers, satins—in fact, everything in 


black, with some brown suedes, pre- 
dominate in the fashionable fall and 
winter demand, said Mr. Hagan re- 
cently. 





ALDO M. 
OAKMAN, 
one of the fathers 
of the N. S. T. A., 
and one of the best 
known men in the 
shoe trade of this 
country, left Bos- 
ton recently on a 
trip to the Pacific 
Coast. He will 
concentrate on the 
territory from Chi- 
cago, West. Mr. 
Oakman has a long 
Welde M. Oakmen line of attractive 
samples in his grip. He represents the 
women’s turn line of Geo. A. Learned 
Co., Newburyport, Mass. 








RANK HIGGINS, who sells the 

product of the Bell factories in 
Maine, left Boston the other day for a 
trip through the south. 





YD L. CUR- 

RY, president 
of Ordway & 
Clark, Inc., di- 
vides his time 
between calling 
on selected ac- 
counts in the 
trade and super- 
vising the mak- 
ing of his fine 
turn shoes at the 
factory. Syd re- 
cently returned 
to his Boston of- 
fice after a New 
York trip, and reports: “Business since 
the last of June has been bigger than 
than for the preceding five months.” 
Mr. Curry’s factory operatives are all 
good shoe stylists and have pedal ex- 
tremities covering a wide-range of 
sizes. On the feet of these operatives 
are tried the extensive run of sizes and 
widths which are made in the Ordway 
& Clark, Inc., plant. Among his big 
sellers are: black ooze, dark brown 
ooze, black calfskin and patent leather, 
and brown kid, in broad one-straps 
with buckle and in a tongue gore effect; 
heels range from 14/8 to 16/8. 





Syd L. Curry 


BY HELEN M. HANEY 





W. J. Chinnick 
who is covering Can- 
ada for The Lape & 

Adler Co. 








INSURANCE PAYMENTS DUE 
OcT. 1 


The N. S. T. A, Office is entitled to 
congratulations for its good work on 
group life insurance. The first year of 
the operation of this plan ends October 
1, and notices are being sent to all 
members that the second year is about 
to begin. From October 1, 1926 to 
date, claims amounting to $8,000 were 
paid to the beneficiaries of the following 
departed brothers immediately upon re. 
ceipt of proof of death: Ned Goodnow, 
Indiana Assn.; Charles E. Dale, The Bos- 
ton Shoe Associates; Walter M. Sharpe, 
Boston Shoe Travelers; Emmet L. Spill- 
man, Pacific Coast Assn.; Charles F. 
Wood, Buffalo Assn.; W. W. Glanville, 
Los Angeles Assn.; Hiram W. Barie of 
the New York Assn.; Robert V. Harding 
of the New York Association. 


PROTECTION AT MINIMUM COST 


The cost of this insurance will not be 
increased, but will be automatically con- 
tinued as in the past without medical 
examination, provided insured are actively 
occupied and in good general health. 
The premium is $9.60, due on October 1 
and April 1 of each year to all those 
who are now insured, provided their 
checks reach the office of the national 
secretary on or before October 1, next. 
Policy holders who allow their policies 
to lapse on account of non-payment on 
or before October 1 will be obliged to 
undergo a medical examination before 
being reinstated. Secretary Delany states 
that in one of the locals, eight members 
died during the past year, only one of 
which had the foresight to take out this 
group insurance. 


READY FUNDS WHEN NEEDED 


“The provision of ready funds to the 
beneficiaries of the insured, at a time 
when funds are needed, should prove 
attractive to all shoe travelers and to 
others eligible to membership in the 
N. S. T. A.,”’ says the National Secretary 
T. A. Delany. “The sum of $1,000, 
payable to beneficiaries immediately upon 
proof of death, or to the insured, if per- 
manently and totally disabled before the 
sixtieth birthday, without medical exam- 
ination, is one more benefit offered by 
N. S. T. A. membership. Once a member 
of the N. S. T. A. and paying the semi- 
annual instalments of this group life 
insurance policy, when due, your policy 
is in force, even should you retire from 
the road and enter some other business 
or profession.” 
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OSEPH D. SAXE, who represents 

“Louis Mark” Shoes, Inc., of Chi- 
cago, writes from Glen Lake, Mich., that 
he is spending his vacation at his sum- 
mer home on this beautiful body of 
water, where bass fishing is always 
good. Joe says that he surely caught 
his share this season. He has spent 
six weeks in this section and writes 
that he is now “full of pep—” ready to 
go, and that he is now on the road 
with his new line of samples. 





LETCHER M. 
FISHPAUGH, 
who has been cov- 
ering the North- 
west for E. T. 
Wright & Co., with 
headquarters in 
Minneapolis, re- 
cently returned to 
Detroit, his for- 
mer home, and now 
covers Michi- 
gan and Indiana 
in addition to the 
Northwest. He 
F. M. Fishpangh succeeds in the 
Michigan and Indiana territory K. 
Fred Pitcher, who now sells the Ed- 
monds Shoe Co.’s line in Michigan and 
Northern Indiana. 








EORGE R. WOODFORD recently 

became a member of the sales 
force of the Teeple Shoe Co. of Wau- 
pun, Wis., in far Western territory. 





66 ILL” HOWE 

of Gorman, 
Tarr & Water- 
house, Lynn, inter- 
rupted his Western 
trip, returning to 
Boston for a few 
days, and then set- 
ting out again to 
conclude his trip. 
He says that his 
orders, for the first 
section of his trip, 
indicated a sale of 
80 per cent black 
shoes, with pump 
styles leading, but with a three eyelet 
high riding tie, in patent and in brown 
suede with calf trimmings, as the best 
selling individual type of footwear. 
Heels are lower, with the 19/8 heel the 
highest for dress wear in his line, vol- 
ume business being on shoes with heels 
14/8 and 16/8 high. 





Bill Howe 





OLAND INGRAM, ffor several 

years with the Brown Shoe Co., 
Inc., and also a member of the retail 
shoe trade, is now traveling Georgia, 
Alabama and Florida for the Rice- 
O’Neill Shoe Co. 
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From Catalog No. 58— 
the Book of In-Stock Styles 


Our complete Fall and Winter Catalog was issued recently. 
Here’s the big book with the many styles, ready for quick 
shipment. 

















New styles just added in Ladies’ and Men’s Styles are shown, for ) 
every “Diamond Brand” shoe of today is illustrated. 


Here’s the connecting link between you and our big floor stocks 
of smart styles and splendid staple values, priced low, and always » 
built up to the “Diamond Brand” standard of quality. t 
If you have not received a copy, write for it today. See the ) 
many splendid styles and note their attractive prices. 





Let’s work together for a splendid Fall season, and a nice increase ) 
in your shoe sales. 
There’s a “Diamond Brand” shoe for every walk ¢ 


of life—and it’s ready for quick shipment. 


PF. 


ST. LOUIS 










BRANCH OF 











1927 
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LOUIS FREDERICK, who repre- 
* sents the Stanley Duttenhofer Shoe 
Co.’s line of ladies’ fine shoes, has re- 
cently returned from a three weeks’ 
vacation fishing trip, spent at the camp 
of the Solid Comfort Fishing Club on 
French River, Ontario. r. Fred- 
erick states that he had fine weather 
and excellent fishing. This is testified 
to by a picture which he recently sent 
to the RECORDER, with a unique belt in 
the shape of a big string of fish. 





ORMAN MACDONALD, who trav- 

els the South for the Burdett Shoe 
Co., Dodge Bros. Shoe Co. and C. V. 
Watson Co., became suddenly ill about 
two weeks ago at Shreveport, La., but 
after a few days was able to resume 
his trip. 





ILLY ST. LOUIS, who sells the 

line of C. E. Chase & Co. and Billy 
St. Louis’ own specialties, recently 
started out of the Boston market, 
after his summer’s vacation, to call on 
some of his old friends in the South. 
He first visited New York and then 
traveled, by way of Baltimore and 
Washington, to Dixieland. 





[erp M. WILLIAMS has joined 
the A. H. Berry Shoe Corporation 
sales force and will cover the Caro- 
linas, Virginia and Tennessee for this 
house. Mr. Williams is well known in 
this section. He at one time repre- 
sented Utz & Dunn Co. and later the 
Roth Shoe Mfg. Co. 





OE REINART has returned to the 

road once more and is now covering 
his old territory—the Pacific Coast 
from the Mexican border to Canada— 
for Gorman, Tarr & Waterhouse, Inc., 
of Lynn. Mr. Reinhart tried the re- 
tail shoe game at Portland, Ore., dur- 
ing the past year, but decided that he 
liked life on the road better. His 
headquarters will undoubtedly be es- 
tablished at San Francisco. Mr. Rein- 
hart was honored last June at the 
California Shoe Retailers’ Convention 
with the first presidency of the Oregon 
Shoe Retailers’ Association. 





LD time traveling men will be 

pleased to hear the news that R. 
M. Johnson, of Johnson Bros. Shoe Co., 
of Hallowell, Me., is recovering from a 
sickness and has gone to his camp in 
Maine. Mr. Johnson liquidated his busi- 
ness a while ago. 





J. McCORMACK, after an ab- 

sence of several years, has again 
become affiliated with A. J. Bates Co. 
He will act as special representative, 
his territory comprising a broad sweep 
—from the Atlantic to the Pacific 
Coast. He will devote his attention to 
“The Bates 8” line of men’s shoes, with 
particular reference to placing these 
shoes in men’s furnishing and clothing 
stores, and will act as merchandising 
counsellor in a carefully planned and 
successful selling campaign for the re- 
tail shoe merchant. 


A. STRAND, who formerly rep- 

@ resented the Brown Shoe Co. of 
Chicago, is now covering the North 
Side of Chicago for the Friedman- 
Shelby branch of the International 
Shoe Co. 


ACK CLARK, 

who travels 
Nebraska, Iowa 
and South Da- 
kota for the 
Sherwood Shoe 
Co., after spend- 
ing a few weeks 
visiting his fam- 
ily and looking 
over his new fall 
samples, is now 
covering his ter- 
ritory, and is an- 
ticipating a good 
fall season. 


OHN T. FITZPATRICK, who for 

many years has sold the big trade 
of the country for Huckins & Temple, 
Inc., now represents the Walker-Thall, 
Inc., makers of men’s welts, of Stough- 
ton, Mass., Mr. Fitzpatrick’s old home 
town, and where he and his family have 
elways resided until recently, and where 
the. name of Fitzpatrick and the shoe 
business were long synonymous, his 
father having conducted a large fac- 
—_ in that place. Mr. Fitzpatrick 
and his family are now living in Ar- 
lington, Mass., where his daughter is 
teaching school. 





John C. Clark 








Business Prospects Good 


The boys are now going out 
with their new lines for the sea- 
sons just ahead, with much en- 
thusiasm. Those interviewed ex- 
press the opinion that they will 
secure good business, on account 
of the fact that the different sec- 
tions of the country have, in the 
main, been prosperous, and that 
prospects are good for satisfac- 
tory future business. The South, 
say they, will have plenty of 
money, on account of the condi- 
tion of the cotton crops; the 
corn and wheat crops of the 
West are in satisfactory condi- 
tion, while the Middle West and 
East are showing good gains in 
the textile and steel industry. 
New England is making a good 
showing all along the line and is 
recovering rapidly in spots where 
she had been weak. 











X. O’BRIEN, sales manager of 

* the Krippendorf-Dittmann Co., is 

planning an extensive advertising cam- 

paign on the “Archopedic” shoes of 

this house. It is reported that over 

150 new accounts have been added since 
May 1. 


‘THE F. Mayer Shoe Co. recently 
held a sales conference and ban- 
quet, at which Hugh M. Crull, general 
sales manager, presided. At the ban- 
quet talks were given by F. A. Mayer, 
George F. Mayer, George P. Mayer, A. 
J. Mayer, Hugh M. Crull, G. L. Ander- 
son and A. C. Klein; J. L. Shepard 
of Kansas, R. J. Leiser of Wisconsin, 
E. B. Arbuthnot of Western Pennsyl- 
vania and Eastern Ohio, J. J. Martin 
of Missouri, F. A. McCoy of Southern 
Illinois and Indiana, H. A. Becker of 
Detroit and Wayne County, E. ‘H. 
Minor of Iowa, J. C. Kinsey of Ne- 
braska. B. H. Dickenson of Arkansas, 
B. M. Robinton of Florida and Georgia, 
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R. E. Golsan of Northern Texas, D. S. 
Walker of California, Erwin Seidel of 
the Albert Trostel Leather Co., and F. 
M. Morrison of the Olson & Enzinger 
advertising agency. W. J. Fe on, 
who has been with the company for 15 
years and is now in charge of the Hon- 
orbilt Division, spoke on loyalty. L. 
D. Sawyer, credit manager, spoke on 
the necessity of cooperating with the 
credit department and using that de- 
partment as an indirect selling power. 
George P. Mayer, president of the com- 
pany, told how the company grew from 
a $5,000 business about 50 years ago 
to its present proportions. The small 
order evil was discussed, as well as the 
company’s national advertising cam- 


paign. 





[B4 ROYCE of Kansas City has re- 
cently taken on the women’s novelty 
McKay line of Rice-O’Neill Shoe Co., 
St. Louis. He will cover Arizona, New 
Mexico and California. He succeeds 
C. C. Wilson, who died recently at No- 
gales, Ariz., after a short illness. Mr. 
Royce for several years represented 
one of the branches of the Interna- 
tional Shoe Co. . 





ICHARD (“DICK”) SHERRING- 

TON, manager of the Scheiffele 
Buffalo branch of the United States 
Shoe Co., will give a talk on “How 
Shoes Should Be Merchandised” at the 
coming convention of the New York 
State Shoe Retailers’ Association. 





ILLIAM E. BEALS, at one time 

a traveling shoe salesman for 
Chas. A. Eaton Co., and later repre- 
senting the Goodwill Shoe Co. of Hollis- 
ton, Mass., died recently at his home 
in Holbrook, Mass. Mr. Beals had also 
conducted a wholesale and a retail 
shoe business in Brockton. 





S. KESSLER has recently made 
* arrangements to take charge of 
the shoe department of E. de Grand- 
mont, Inc. of 20 West 37th Street, New 
York City, importers of shoe brocades, 
satins, binding, goring, and buckle 
novelties. Mr. Kessler will continue 
teaching pattern making and designing 
during the evening in his studio, 756 
Hancock Street, Brooklyn, as well as 
sell to the visiting trade. 





ARNEY WORTHAM of New York 

has recently been appointed by the 
American Olympic committee as an as- 
sociate coach of the boxing and wrest- 
ling team that will represent the United 
States at the 1928 International Olym- 
pic games at Amsterdam, Holland. Mr. 
Wortham is well known to the retail 
shoe trade of several of the Middle 
Western and Eastern States where he 
has been representing S. Rauh & Com- 
pany of New York for a number of 
years. He at one time held the ama- 
teur featherweight boxing champion- 
ship of America and is one of the rare 
cases in the history of amateur boxing 
of a National champion who did not 
turn to professional competition. 





It’s not the leap at the start, but 
steady going on, that gets there.— 
John Wanamaker. 
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T isn’t old—yet its beauty has disappeared. 
Lack of proper treeing is the reason. . 





Fairy Lasts keep slippers beautiful. They 
re-form them to their original shape—keep 
them young and snappy because they are 
molded to fit perfectly. 


You can sell a pair-of Fairy Lasts with 
nearly every pair of shoes or slippers. Women 
adore them. Made for any kind of shoe. 


Write for sample and prices. 


THE SHOE FORM CoO., INC. 


AUBURN, N. Y. 


Fairy Forms are fully protected by American and Foreign Patents. 























It’s Results That Count! 


are the greatest appliance ever perfected for the correction of fallen 


Tien wanechat arches and the relief of tired aching feet. . 


They are also the greatest item for profit and turnover ever offered to the shoe trade. 


‘ 
~~ results obtained by such 
athletes as Vincent Richards, 
non athletes as George 
Dougherty, author and 
Criminologist, “Knute” 
Rockne, Athletic Director, 
as applied to foot relief and 
prevention of permanent 
and serious foot troubles, 
are truly amazing. 


> . .. . andafter allit?’s RESULTS .... 4 
- ~ 

FREE Samples and full dealers’ proposition 

sent upon request with shoe size. 


The ANKLARCH CO. 


119 South Limestone St. Incorporated LEXINGTON, KENTUCKY 
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The way shoe merchants 
are doubling their sales by 
selling a pair of ARCH- 
LETS with each pair of 
non-corrective shoes; saving 
space, overhead and count- 
less fittings and adjustments; 
is making ARCHLETS the 
fastest selling item of to- 
day. 7 
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Sell Your Salesforce On Canvas 
The Public Wants to Be Shown—Basketball Season 


O sell more canvas rubber 
| soled shoes, two good rules are 
given by a retail shoe mer- 
chant with an extensive experience 
in selling this merchandise. They 
are: First, display attractively; sec- 
ond, enthuse your salesmen to the 
point that they will show and sell a 
pair of canvas rubber soled shoes 
every time they sell a leather shoe. 
“There is only one way to sell any- 
thing,” said this merchant recently, 
“and that is, make a strong effort 
to sell it. Don’t apologize for your 
canvas rubber soled shoe stock. You 
have bought it to sell. It is 
in demand today more than 
ever before—and for so 
many purposes, for every 
member of the family. Just 
now the youngsters need it 
for gymnasium work, and 
so do their elders for ‘gym’ 
and garden work. If a.pa- 
rade of local societies is to 
take place in your town, 
show and talk about white 
canvas as the best and most 
comfortable looking shoe 
for that occasion. 

“Fill your salesmen so full of en- 
thusiasm and belief in the great 
possibilities of canvas rubber soled 
shoes that they will sell a pair to 
every one of their customers. One of 
the best ways to enthuse salesmen 
is to give them a P. M., or a ‘sniff,’ 
as it is often called. I would recom- 
mend a P. M. of ten cents a pair on 
every pair of men’s, women’s and 
children’s rubber soled shoes sold. 
The best stores give premiums on 
their high-grade leather shoes, 
ranging from 15 to 25 cents the pair. 
If, after enthusing your salesmen 
and showing canvas attractively, they 
cannot sell it, then it is time to get 
new salesmen.” 


NOTHER Eastern merchant sold 
more canvas rubber soled shoes 
recently by giving the interior of his 
store a realistic “trim” in the way 
of gayly striped awnings placed over 
cartons, and awning-cloth covered 
beach chairs, with canvas rubber 
soled shoes displayed nearby. He 
devoted a part of his window to a 
trim of these shoes, under a canopy 
of awning cloth; a small chair of 


Is Almost Here 


gayly striped canvas on and around 
which the canvas rubber soled shoes 
were grouped gave added outdoor 
atmosphere and made a still further 
selling appeal. 


NE of the biggest demands, and 

a universal one, for the canvas 
rubber soled shoe is from players of 
basketball. Now, at the beginning 
of the school term, is the time for 
the retail shoe merchant to push his 
stock of canvas rubber soled shoes 
for this purpose. Canvas rubber 
soled shoes are the only shoes which 





Here are two of the new Keds numbers: the one on 
the left, an oxford style; the one at the right, a three- 
eyelet tie. The model at the left is made up in a color 


combination of stroller tan and sand, mixed fabric. 
model at the right has an upper of white bleached duck 


and is stroller tan trimmed 


can be used in America’s biggest na- 
tional game. Ninety per cent of the 
265,000 schools in this country have 
one or more basketball teams. Over 
6,000,000 boys and girls in these 
United States played basketball on 
almost approximately half a million 
recognized teams last winter. The 
number will doubtless be increased 
this winter. In addition to those 
who played it last winter, and be- 
sides those who will play it this win- 
ter, there is the large number of 
folks who play basketball outside of 
the regularly organized groups. 
There are over 20,000 municipal 
teams; there are the athletic clubs, 
the semi-pro and the professional 
teams; approximately 72,000 
churches have one or more teams; 
every one of the 1700 Y. M. C. A. 
have from one to five teams; over 
1000 K. of C. Councils have basket- 
ball teams. More than $50,000,000 
was spent last year on buildings con- 
structed principally for basketball, 
and four of the principal makers of 
basketballs sold last season over 
250,000 basketballs. But basketball 
is not a city game. Practically every 


little schoolhouse group of boys and 
girls in the country have basketball 
teams; the small towns either build 
gymnasiums or use the local halls. 
There is not a retail shoe merchant 
in the land who cannot build up a 
trade of large proportions on his 
canvas rubber soled shoes, for bas- 
ketball purposes, alone, if he will but 
show them attractively and enthuse 
his salesmen as to their good selling 
qualities. 


VERY camper needs a pair of 
canvas rubber’ soled _ shoes. 
Within the past ten years, 
the number of camps and 
campers has been growing. 
There are about 2800 chil- 
dren’s camps in the United 
States, for the supplies of 
which are spent each year 
about $28,000,000, and on 
top of that is the amount of 
at least $10,000,000 which 
parents expend every year 
for special clothes (canvas 
rubber soled shoes included) 
and sporting goods. This 
amount of $38,000,000 is for 
children campers. In addition there 
are the grown-up campers, the ex- 
penditures of which class total con- 
servatively about $110,000,000 
yearly, of which amount the sport- 
ing goods houses receive a large 
share, and also those retail shoe 
merchants who have recognized this 
new outdoor development of Ameri- 
can life, its splendid reaction in in- 
creased business, and have taken 
advantage of their share of it in the 
way of canvas rubber soled shoes, as 
well as rubber boots and light rub- 
ber shoes, leather shoes and hosiery. 


The 


HE various rubber companies 

will supply attractive signs and 
merchandising helps to any of their 
merchant-customers for the asking. 
There are many new numbers and 
many special talking points in the 
new canvas rubber soled shoe models 
that are presented for the 1927-1928 
season. 


Some fellows call rocks “stumbling 
blocks.” Others call them “stepping 
stones.”—Walk-Over Shrapnel. 
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IN STOCK 
Black Velvet, Patent, Satin and Calf 
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Akron Retail Shoe Dealers 


Association Is Organized 


To Be Affiliated with Mer- 


chants’ Association; 


Plan Monthly Meetings 


AKRON, OHIO (UTPS)—At an en- 
thusiastic meeting of about 35 store 
executives of retail shoe dealers of 
Akron, held at Young’s Hotel, a resort 
near Akron, Aug. 31, the Akron Retail 
Shoe Dealers Association was organ- 
ized. C. E. Dittmer, secretary of the 
Ohio Valley Retail Shoe Dealers Asso- 
ciation, and James E. Morton, formerly 
assistant director of the Ohio Council 
of Retail Merchants, aided in the or- 
ganization. Jack Moore, secretary of 
the Akron Merchants’ Association, was 
also prominent in the call for the meet- 
ing and will act as executive secretary. 
The new organization is affiliated with 
the Akron Merchants’ Association and 
will have its headquarters with the 
secretary of that organization. The 
initial membership is 21 and it is hoped 
to increase the number to at least 30. 
Meetings will be held each month, and 
at the first meeting to be called for 
October the shoe salesmen will be 
called in for a joint meeting. An en- 
tertainment committee has been named 
to arrange programs for the monthly 
meetings. i 

James E. Morton made the principal 
talk along the line of the need for or- 
ganization, especially among retail shoe 
merchants. He stressed the idea of co- 
operation among competitors and be- 
lieved that much good would result 
from an association of shoe dealers. 
Jack Moore also spoke, while C. E. 
Dittmer, secretary of the Ohio Valley 
Retail Shoe Dealers Association, of- 
fered the services of that organization 
in getting the organization functioning 
and in aiding to solve the problems of 


- the dealers. 





Personnel Changes in 
Rose Marie Store Chain 


San ANTONIO, TEx. (UTPS)—V. J. 
Boudousquie, formerly of the Chandler 
Boot Shop, New Orleans, La., has been 
placed in charge of the Rose Marie 
chain of shoe stores in Texas. 

Coincident with announcement of 
Boudousquie’s appointment it was an- 
nounced that J. L. Elliott, formerly 
with the Hanan Shoe Store in New 
Orleans, had been made manager of 
the Rose Marie Slipper Shop of San 
Antonio. 

Miss Marguerite Garza of San An- 
tonio, has been appointed manager of 
the hosiery department of the Rose 
Marie Slipper Shop. 








A Fishing Shoe Man 





Byron Caldwell, retail shoe salesman 
at the Jones, Peterson & Newhall Co., 
retail shoe merchants, of Boston, is as 
successful in the piscatorial art as he 
is at the fitting stool. During his vaca- 
tion at Wells Beach, Me., on Saturday, 
Aug. 20, Mr. Caldwell, with Prescott 
and Wesley Moody, made the unusual 
haul of a 627-pound tuna fish. This 
fish after being harpooned towed a 24- 
foot motor boat six miles with 300 
feet of line. It was one and three- 
quarter hours before the deep sea 
monster became tired, after which it 
was pulled up alongside of the boat, 
and with much effort Mr. Caldwell and 
his two friends succeeded in towing it 
ashore. “The fish was one of the two 
largest ever caught in these waters,” 
says Mr. Caldwell, “and is not a native 
of the Maine Coast” 





Tyroneans Organizing 


CoLumBus, OHIO (UTPS)—Shoe re- 
tailers, especially in the smaller cities 
and towns of Ohio, are deeply inter- 
ested in the Supreme Order of Tyron- 
eans, which had its inception at 
Wabash, Ind., less than a year ago 
and which is spreading rapidly over 
the Middle States and especially in 
Ohio. To the uninformed it is well to 
say that the Supreme Order of Tyron- 
eans is a secret order, founded by lead- 
ing retailers and business men, which 
has for its purpose the fostering of 
a community spirit and loyalty to one’s 
home town. It carries out the slogan 
so often heard, “Trade at Home,” not 
by words but by deeds. 

James M. Morton, formerly assis- 
tant director of the Ohio Council of 
Retail Merchants, has been made Su- 
preme Deputy Sear in charge of organ- 
ization work in the United States. He 
will make his headquarters in Colum- 
bus, and the organization work in the 
Buckeye State will be directed from 
Columbus. 





Rochester Stores Make 
Capital of Horse Show 


RocHESTER, N. Y. (UTPS)—Sensing 
the added importance that footwear 
plays socially at the Horse Show, this 
year McCurdy & Company has ar- 
ranged a special display of fashion- 
able Horse Show footwear. The show 
began on Labor Day. 

“There is a Horse Show thrill that 
comes with the delight one experi- 
ences in looking at new designs along 
thoroughbred lines,” said James F. 
Olmsted, manager of the shoe depart- 
ment. “Fall flowers mingle among the 
displays of these new footwear fash- 
ions. An entire space in one of our 
largest show windows has been given 
over to special Horse Show footwear 
and but hints at what a leisurely in- 
spection of all the new shoes on revue 
will reveal. 

“We are featuring for Horse Show 
wear sixteen styles of genuine alliga- 
tor, ranging in price from $11.50 to 
$16.50. There are also many styles of 
genuine lizard in dress oxfords, after- 
noon pumps and slippers at $18.50. A 
large variety of novelty dress oxfords 
is also featured in leather and suede 
combinations priced at $10.50, $11.50 
and $12.50.” 

B. Forman Company has also taken 
cognizance of the influence of the 
Horse Show on styles in Rochester and 
is featuring reptilians and a new style 
in a new leather called “Rodeo.” This 
is a very attractive slipper in silk- 
finish gun metal kid with a small 
buckle and saddle strap of contrasting 
leather accentuating the beauty of the 
rich, simple lines. Simplicity will pre- 
vail in shoe styles this fall, according 
to Forman’s, and this new shoe bears 
out this contention. It is priced at 
$14.50. 

William Eastwood & Son Company 
is featuring five different styles of its 
famous “104 Last” for Horse Show 
wear. These include a cut-out oxford, 
a three-strap pump, a tailored oxford, 
a two-strap pump and a _ two-strap 
dress pump. They are priced from 
$8.50 to $12.50. 

All the down town shoe stores report 
a heavy increase in the sales of riding 
boots and leather puttees, due to the 
demand of Horse Show enthusiasts, of 
which there are many in this city, who 
participate actively in the events. 





Baird Back from Outing 


CoLumBus, OHIO (UTPS)—After a 
two weeks’ vacation spent at his sum- 
mer cottage at Topnabee, Mich., John 
J. Baird, former president of the Na- 
tional Shoe Retailers’ Association, and 
former president and general manager 
of the Pitts Shoe Co., of Columbus, re- 
turned home late in August. He did 
considerable fishing and made a num- 
ber of good catches during his outing. 
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re ~ The Buckle 
Hy GRIP Smart Women 
Will Wear 
This Fall. 





A handsome and prac- 
tical adornment of a 
popular shoe style in 
the fall mode. 













HOW IT WORKS: 


Open cover and slip laces 
in slot; gather laces under 
cover and close. This will 
fasten and conceal laces. 











Write for Trial As- 
sortment of a Dozen 
Pairs and Display 
Card, to be sent direct 
or through y our 


jobber. 


AMBECOR 
CORP. 
321 Broadway 
New York City 


oun? 


Buckle 


Type’ 

















IMPORTED ENGLISH 


FIELD BOOTS 


IN STOCK 


There is a_ profitable 
market for this fine 
boot. 

It is British made. Full 
leather lined with stout 
first quality double sole 
and are easy fitting and 
of distinguished style. 


No. B-2780 
$13.00 Per Pair 


COLT CROMWELL 
Cco., INC. 


596 BROADWAY 
NEW YORK, N. Y. 

























Write for catalog 
of imported En- 
glish Field and 
Riding Boots and 
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Robinson Succeeds Evans 


CoLumBus, OHIO (UTPS)—R. J. 
Robinson has succeeded E. E. Evans 
as manager of the Newark Shoe Store 
branch located at 183 North High 
Street, which is the central branch of 
several Newark stores in Columbus. 
Mr. Robinson was connected with the 
Newark store at Akron for a number 
of years and was later transferred to 
Youngstown, where he managed a 
store. He also spent about a year in 
the Newark factory in Baltimore. Mr. 
Evans has become associated with the 
G. R. Kinney & Co.,-shoe dealers at 163 
North High Street. 





Frank Stuart to Open 
Another Retail Shop 


LYNN, MaAss.—Frank C. Stuart is 
opening a new retail store at 206 
Union Street in Lynn. He has operated 
a retail store in Liberty Square for 
some time, and he will later open 
other stores. 

Mr. Stuart is really a leather mer- 
chant, operating on a large scale in 
domestic and foreign trade, and also 
manufacturing shoe trimmings. He car- 
ries on a general merchandising busi- 
ess because he likes to buy and sell, 
and his activities range from the pur- 
chase of tanneries and shoe factories, 
including their stocks and equipment, 
to the buying and development of real 
estate. Beyond a doubt, he has owned 
more shoe factory buildings and shoe 
manufacturing enterprises than any 
man in Lynn. Usually he sells them 
again. However, he has retained his 
active interest in at least one of them, 
the firm of A. Fisher & Son Co., now 
doing a flourishing business in Stone- 
ham. 

Mr. Stuart has some unusual ideas 
in selling shoes. For example, he pro- 
vided his Liberty Square store with 
a summer outfit of piazza chairs of gay 
design, and he keeps it decorated 
with flowers from his garden. Occa- 
sionally, he presents displays of rare 
skins, including furs, and various 
curiosities such as might interest the 
general public. 

His Liberty Square store is on the 
main automobile route through Lynn, 
and it is interesting to record that 
customers come from miles around to 
his store and carry shoes away in lots 
of as many as a dozen pairs. 





Denver Store Quits 


DENVER, Coto. (UTPS)—The Broad- 
way Booterie, 835 Sixteenth Street, has 
recently discontinued business at this 


location. This was one of four shoe 
stores in this block. It was part of a 
national chain, specializing in a 


medium-priced shoe. 





Katz to Carry Shoes 


BALTIMORE, Mp. (UTPS)—Women’s 
shoes will be a feature of the new shoe 
and millinery store which is to be 
opened by J. Katz at 423 South Broad- 
way. The building is now being re- 
modeled to meet the necessary and spe- 
cific requirements of an exclusive wo- 
men’s shoe and millinery shop. 





M. H. Murray Opens 
Second K. C. Store 


Kansas - CITY, 
Mo.— M. H. Mur- 
ray, President of 
the Central Asso- 
ciation of Shoe 
Travelers, and pro- 
prietor of The Fair 
Sex Bootery, fea- 
turing high-grade 
novelty shoes, at 
1212 Grand Ave- 
nue, who opened 
this store to the. 
public on March 
10, last, has re- 
cently opened his 
second store in this 
city, to sell odd lots of shoes at low 
prices. His second venture is known as 
The Factory Output Store. Mr. Mur- 
ray recently visited Boston on a busi- 
ness and pleasure trip; his wife and 
sister accompanied him, and their re- 
turn to the West was made by way of 
Niagara Falls and Montreal. Mr. 
Murray has now retired from the road 
and is devoting all of his time to his 
two shoe stores. 

He says that he believes that to suc- 
ceed in business today a man must 
adopt an individual policy and follow 
it. He says that his stocks are in a 
clean condition, and that he is working 
cn a plan of taking no losses on any 
numbers; that he did not buy during 
July and August, while he had blondes 
and other light colors to sell—instead 
he devoted his time to selling these 
numbers at that time, and that now he 
has his shelves all cleared for action on 
the new fall lines. “I never could see 
where it paid a merchant to keep buy- 
ing new stuff for an advance season and 
then slash his stock—and in addition to 
the slashing, pay out money for adver- 
tising in order to move merchandise at 
reduced prices which should be season- 
able at regular prices,” said Mr. Mur- 
suede and alligators in black and 
ray. Mr. Murray buys every thirty 
days. Just now, black patent, black 
brown, look like good sellers to him. 





M. H. Murray 





Pidgeon Back This Month 


RocHEster, N. Y. (UTPS)—wWilliam 
Pidgeon, Jr., prominent Rochester shoe 
dealer is due home this month from 
Europe, where he has been enjoying 
an extended tour covering England and 
the Continental countries. 

From Rome Mr. Pidgeon wrote to 
the Rochester Democrat and Chronicle 
detailing his experiences and impres- 
sions of Mussolini and the League of 
Nations. 

Allan B. Draper is in charge of 
Pidgeon’s Shoe Store during Mr. Pid- 
geon’s absence. 


Petot in Tannery Town 


Peasopy, Mass.—Charles Petot, of 
the Petot chain, was a recent visitor 
here, looking over the tanneries, and 
seeing the making of leather, and also, 
golfing at the Salem Country Club. He 
played with Phil Carr, of the Carr 
Leather Co. W. W. Shrigley, of Mer- 
rill & Porter, Lynn, and Horace Mur- 
ray, of Brophy Shoe Co., of Boston. 














Foster Opening Branches 


Cuicaco, Inn. (UTPS)—F. E. 
Foster & Co. are among those, who in 
sensing the need of shoe houses in the 
outlying districts of Chicago, are 
coming to the forefront to supply the 
deficiency. Sept. 15 will see the open- 
ing of two very attractive Foster 
stores, one to be located at 519 Diver- 
sey Parkway, in the north side of the 
city, and the other at South Shore 
Drive and 71st Street, in the extreme 
southern section. These branches will 
be 60 by 20 feet, smaller reproductions 
of their Wabash Avenue place. A very 
important and highly advertised fea- 
ture is the incorporation of a children’s 
department. 


K. & M. Shoe Store Making 
Extensive Alterations 


SAN ANTONIO, TEX. (UTPS)—With 
remodeling work under way which 
practically will triple its floor space. 
the K. & M. Shoe Store is using bill- 
boards and newspapers to advertise 
that when improvements are completed 
it will be the largest popular priced 
shoe store in the South. 

Sid Katz and E. J. Moser, proprie- 
tors of the K. & M. have announced 
sale of the building occupied by the 
store to Paul Mueller for $125,000 
cash. The property was purchased by 
Katz and Moser three years ago for 
$75,000. 

The K. & M. has closed a lease for 
10 years on space giving the store 50- 
ft. frontage on Houston Street, San 
Antonio’s principal business thorough- 
fare. Lease price for the 10 years 
amounts to approximately $250,000, 
it was stated. 

The remodeled building will have a 
50 ft. frontage and will extend 173 ft. 
in depth. It is two stories in height. 
Children’s and men’s departments are 
to be added. 

The K. & M. was opened in 1916, and 
was known then as the Dollar Sample 
Shoe Store. In 1921 the store space 
was doubled, and about a month ago 
the K. & M. bought the lease of the 





‘| Palace Shoe Store, next door, and the 


space of the two shops is being com- 
bined for the improved establishment. 


Lee Quits Memphis 


MEMPHIS, TENN. (UTPS)—The Lee 
Shoe Company, which operated a Main 
Street store for men here for a number 
of years, has closed out its business 
and moved its stock to Birmingham. 








New Shoe Stores 


Foss Shoe Stores, Inc., Boston. 

D. Effron, Chattanooga, Tenn. 

Jack N. Weil (c/o O’Keefe Co.) 181 
Newark Ave., Jersey City, N. J. 

A. Wiener (Vanity Shoe Shop) 1412 
Dryades Street, New Orleans, La. 

Michael Rosenthal, (Harry’s Shoe 
Store) 308 Merrick Road, Lynnbrook, 


4 


mm 2 
S. Blumenthal, 266 Middle Street, 
Portland. Me. 
Samuel Bell (32 Corinth Street, 
Roslindale District, Boston. 

Jordan’s (exclusive men’s store), 
cor. Adams and Julia Streets, Jack- 
sonville, Fla. 
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Black Sati 
20/8 Spike—14/8 Cuban 
Slide Centre Buckle 


1 _— F VA / 





zz” MERCHANTS 


Irene 
Patent, Black Ooze Saddle 
Patent, Natural Reo Saddle 
All Patent Leather 
20/8 Spike—14/8 Cuban 


$4.35 








Y’vette Tie 


Patent Leather 
Black Satin 





19/8 Spike—14/8 Cuban 
A-B-C 
$4.35 
Diana 
Medium Toe 
Patent Leather 


Kaffor Kid 


wee Dependable All Ways _xetatte 
19/8 Spike—14/8 Ouban 
Analyze Merchants’ shoes from $4.25 
the standpoints of style — of 
quality—of price—and of de- 
livery, and you’ll find that they 
ask odds of no other line. And 
this holds true constantly. 





Here are several of our offerings 
for current selling. Each has its 
place in the mode. Each will 
quickly make its place in the 





Pate Teather profit-scheme of many a smart Pas: 
Jeanne Mule Pump shop. Pex ‘nue 
oe You rs truly, eg > Satin 
Midnight Blue Kid : 
So hae vee Gro. M. RosEN 19/8 apie 1478 Cuban 
ate only = A-B-O 


$4.25 Gen’! Mgr. . $4.25 


| - MERCHANTS SHOE COMPANY 





57 Lincoln Street Boston, Mass. 





No initial orders on a style for less than 12 pairs. 
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New Cincinnati Store 


CINCINNATI, OHIO (UTPS)—Cincin- 
nati opened another new shoe store 
Friday, Aug. 19, when the Chandler 
Boot Shop Co. (Edison Bros.) opened 
one of their chain stores at 438 Race 
Street, in the Andrews Building. Note- 
worthy among the shoes that attracted 
most attention were Rio watersnake, 
moire satin, patent leather and black 
kid. Most of the shoes shown were 
much simpler in design than is usual in 
the $6 range, to which this shop is to 
be confined. 





Robinson Co. Opens 
Men’s Shoe Department 


Los ANGELES, CAL.—J. W. Robinson 
Co., department store of this city, has 
recently opened a men’s shoe depart- 
ment here, under the management of 
Grover C. Bice, who has been connected 
with the retail “game” here for the 
past seven years, and who came here 
from New York City, where he spent 
many years in the merchandising of 
men’s high grade footwear. The house 
of J. W. Robinson Co. has in past years 
been known more as a woman’s store 
than as a man’s emporium, but the 
constant demand for a men’s shoe de- 
partment by its many customers has 
caused the addition of this new depart- 
ment to the ever-growing stock of 
men’s furnishings. An exclusive, high- 
grade, English shoe will be carried in 
a complete line of dress, street, and 
sports’ models. 

The men’s shoe department is lo- 
cated on the main floor, occupying the 
space adjoining the men’s spacious 
smoking room, and has a capacity for 
3000 pairs. The fixtures are of mod- 
ern design, only four and one-half feet 
in height, allowing a full view over 
them of all other departments; these 
fixtures are made of American gum- 
wood, to correspond with the main 
floor fixtures and display cases. Mr. 
Bice reports a successful opening of 
this new department, and also reports 
a daily increase in sales; he says that 
he can see nothing but success for the 
new department. 


Caswell in Wichita Falls 


Wicuita FAtts, Tex. (UTPS)—J. E. 
Caswell, formerly of Houston, has ar- 
rived in Wichita Falls to assume the 
managership of the local store of the 
W. F. Crawford Company which has 
just moved into new and enlarged quar- 
ters. Mr. Caswell was manager of the 
Crawford store at Houston before com- 
ing here. 

. G. Morgan, formerly manager of 
the local Crawford store, has been 
transferred to the Houston store. 


Felser to Quit 


BALTIMORE, Mp. (UTPS) — David 
Felser, who operates a shoe store at 
1311 West Baltimroe Street, will discon- 
tinue his shoe business at that address, 
according to an announcement. Mr. 
Felser, who has been doing business at 
that address for the past few years, 
sold shoes for the entire family. He 
eperates under the name of Felser’s 
Shoe Store. He plans to close his store 
by the first of next month. 








A 100-Year Old Shoe Man 


By Martin F. Murray, Retail Shoe Mer- 
chant of Wilkes-Barre, Pa. 


Martin F. Gal- 
lagher, retail shoe 
merchant of White . 
Haven, Pa., will 
celebrate, at 314 
Main Street, that 
city, his one hun- 
dredth birthday 
on Nov. 1 next. 
Mr. Gallagher, I 
believe, is the old- 
est man of the 
country in ~ the 
shoe business. He 
was born in ‘the 
County Mayo, Ire- 
land, Nov. 1, 1827. 
He came to Amer- 
ica in September, 
1858, and settled 
in White Haven, 
his trip to that 
town from New 
York, his port of 
entry, being made 
by canal boat. He madé the trip from 
Liverpool, England, te New York in 
thirty days. 

Mr. Gallagher started to work at 
the shoemakers’ trade on “The Old 
Sod” when he was but thirteen years 
of age. In those days, the light used 
at night was a rush dipped in lard. 
Later, candles were used, and still 
later, kerosene; then gas and elec- 
tricity, the last being the best of all to 
his notion. He had to grow the flax 
and spin the shoe thread by hand, 
make his own wooden pegs, and his 
own shoemakers’ wax. On Nov. 1, 
1858, he walked from White Haven to 
Wilkes-Barre, (24 miles) bought his 
stock, and walked back to White Haven 
the following day. He employed from 
ten to twenty shoemakers for a num- 
ber of years, who made by hand en- 
tirely, high boots, selling from $8 to 
$10 the pair, and no good craftsman 
worked on “Blue Monday.” 

Despite his advanced age, Mr. Gal- 
lagher is keenly interested in the topics 
of the day, and keeps abreast of the 
times. He followed, with keen interest, 
Colonel Lindbergh’s flight to Paris. He 
says “The automobile is great on a 
good road.” He likes the smell of a 
good cigar, dislikes cigarettes, and al- 
ways liked good liquor. He possesses 
all of his faculties, and is hale and 
hearty. He ae his old age to a 
strong constitution built up in the days 
of his youth, when it was his custom to 
rise at four or five o’clock in the morn- 
ing and to walk two to three miles be- 
fore breakfast. He is the father of 
nine children. He still works at the 
bench, and says that it is his best tonic 
—he can resole a turn shoe as easily as 
a welt, and do it all by hand. 





Martin F. Gallagher 





A. Haaker Now Manager 


DENVER, Coto. (UTPS)—A. Haaker 
is now manager of the Walk-Over 
store, succeeding R. Layden, who was 
transferred to the managership of the 
Walk-Over store at Houston, Tex. Mr. 
Haaker has been with the Denver store 
about three years, and his promotion 
is a source of gratification to his co- 
workers and the trade in general. 
Prior to his Walk-Over connection he 
was with Daniels & Fisher. 





Show Old Tools 


La Crosse, Wis.—The William 
Strauss Shoe Co., which celebrated its 
seventieth anniversary on Aug. 7, 
delved into its old records from the fif- 
ties and sixties and brought out a num- 
ber of historical items which were on 
display in the windows. Among them 
was an exhibit of an old wooden kan- 
garoo, the trade mark of the store’s 
shoes in the old days when men pre- 
ferred kangaroo shoes to other makes. 
An ancient shoemaker’s sewing ma- 
chine and the other tools of the bygone 
days of the shoemaking profession 
were also on display. William Strauss, 
Sr., founded the store in 1857 and it 
has been handed down to his son. 





L. F. M. Stores Buy 
Weinberger, Richmond 


JACKSONVILLE, FLA.—The Leonard, 
Fitzpatrick, Mueller Stores Co., operat- 
ing a number of shoe stores in the 
South, announces the purchase of the 
Weinberger Company store in Rich- 
mond on Aug. 4. The store is now being 
operated under the name of L. F. M. 

The company also purchased the 
store of the Mularky Dry Goods Co. of 
Augusta, Ga., some two months back 
and is now remodeling the same and 
will add a full line of shoes and men’s 
furnishings about Sept. 1, or just as 
soon as the remodeling is completed. A 
beautiful new front is also being added 
to the store. 

The concern also is moving into its 
new five-story home in Birmingham 
the latter part of this month. Hereto- 
fore this store has been on First Ave- 
nue near Twentieth Street. A five- 
story building on Second Avenue near 
Nineteenth Street has been leased 
which will be 100 per cent location for 
that city. 





Sherron Store Remodeled 


MemPHIS, TENN. (UTPS)—The 
work of remodeling the store of the 
Sherron Shoe Company, which recent- 
ly announced the discontinuance of its 
line of women’s and children’s shoe, is 
completed and the store reopened Sept. 
1 as a men’s and boys’ shop. 

One of the important features of the 
new store is the establishment. of a 
complete boys’ shoe store. The build- 
ing is divided into two units, one for 
men’s shoes and the other for boys’ 
shoes. 

The company has operated a “family 
store” for nearly half a century and 
its conversion into a strictly men’s and 
boys’ specialty store is regarded locally 
as an important trade development of 
the year. 


Install Chiropody Dept. 


ALLIANCE, OHIO (UTPS)—The 
Spring-Holzwarth Co., department 
store, has opened a chiropody depart- 
ment in connection with the shoe de- 
partment. Dr. M. B. Jory, who was 
recently graduated from the Chio 
College of Chiropody at Cleveland is 
in charge of the new department. It 
is located on the first floor. 
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AMERICAN HIDE’S 





SPECIAL BRIGHT ROYAL CALF 


BLACK ROYAL CALF 


For Men’s and Women *s Fine Shoes 


A wonderfully popular Tannage and Finish, giving 
satisfaction to Shoe Manufacturers and Retailers 


a 





Ww 





. 


American Hide & Leather Company 


BOSTON NEW YORK CHICAGO ST. LOUIS CINCINNATI 
AMERICAN HIDE & LEATHER CO., Ltd., Northampton and Leicester, England, and Paris, France 


CALF AND SIDE UPPER LEATHER TANNERIES 
Lowell Chicago Sheboygan Ballston-Spa Curwensville 


Dolliver & Bro., San Francisco, Cal., Agents for the Pacific Coast and Orient 


YOOOOOCAOOOOCOOONSOOOOOOOOOOOOOOOOACAaC 


=) 


SOOCCCIC ii WIAA CACAO CAOOOOOOOOHOAACAH. Nava 


COAC 


WCVCOOOOOOOOOOOOOOCOOCTC 


(d 


¢ 








Sac a2wee® mom 








THE SHOE MERCHANTS NEWS, SEPTEMBER 10, 1927 





67 








This Shoe Merchant 
- Is Also Town’s Mayor 


WINOOSKI, VT.—The retail shoe 
store of Mayor William H. Girard is 
situated in this small city of “The 
Green Mountain State. Winooski has 
a population of between 6000 and 7000, 
and might properly be considered a 
suburb of Burlington, except that it 
long ago decided to become a city,’ with 
an administration form of government, 
and city officials. Mr. Girard came to 
this town from Boston about five years 
ago, and bought the old stand of his 
brother-in-law, J. B. E. Chevrier, who 
had sold shoes here since 1903. He 
purchased this little store, with its 25 
feet of frontage and 75 feet of depth 
for $1,000, and established his home 
over the store. He bought more shoes 
and hosiery, and continued its shoe re- 
pairing shop, and today, his books 
show that he has approximately $8,000 
worth of stock, on which last year, he 
did a $12,000 business, and that this 
year, he will beat his own figures. 
This year, he had won the good will of 
the public to such an extent that they 
elected him to look out for their inter- 
ests as Mayor of their city. Mayor 
Girard is also agent for a coal com- 
pany and sells some 30,000 tons of 
fuel the year. 

The hosiery business of the store of 
Mayor William H. Girard is as much 
a feature of his stock as are his shoes. 
The prices of his hosiery range from 
$1.25 to $3.50 for women; for men, 25 
cents to $1, and for children, 25 cents 
to $1. He features men’s shoes at $4 
to $7, and women’s shoes, from $3 to 
$6. He features first quality rubbers, 
only, and says that he has never found 
that it paid to sell anything either in 
rubbers, or rubber soled canvas shoes, 
under the first grades. Mayor Girard 
was one of the two mayors who made 
the 3600-mile tour last June through 
a score of cities in ten States of this 
country and Canada, in the Vermont 
special train. 





Wise Opens in Dayton 


DAYTON, OHIO (UTPS)—The Wise 
Shoe Stores, Inc., recently chartered 
under Ohio laws has opened its chain 
of retail shoe stores in Dayton by ac- 
quiring a lease on a three-story store 
building at 35 South Main Street, 
which has been remodeled and the com- 
pany is open for business. The con- 
cern spent about $30,000 in alterations. 
redecorating and installing modern 
fixtures and furnishings. The store 
was occupied late in August. The 
building was formerly occupied by the 
Jay Shoe Co., which discontinued busi- 
ness. 


New Regal Store 


New OrR.LEANS, La. (UTPS)—On 
Sept. 1 a Regal shoe store for men was 
opened at the old stand of the Boston 
Shoe Store. The store was remodeled 
at considerable expense and new win- 
dows and other changes were made. 
The store caters exclusively to men, the 
site of the store being in the men’s 
clothing center of the city, on St. 
Charles and Common Streets. It has 
an entrance on both streets. 





Dressing the Landscape 





Here is an unusual and 
attractive road sign of 
a retail shoe concern, 


erected in the midst of 
the green fields, flowers 
and leafy trees of the 


_ countryside at Schnecks- 
ville, Pa. Instead of 
complaints from admir- 
ers of scenic beauty, 
who are ordinarily an- 
noyed by the invasion 
of the loveliness of “The 
Great Outdoors” by bill- 
boards, there were 
everywhere heard com- 
mendatory remarks on 
the artistry and distinc- 
tiveness of this clever 
publicity on the part of 
Wetherhold & Metzger, 
retail shoe merchants of 
Allentown, Pa. 








Opening Children’s Store 


CoLUMBUS, OHIO (UTPS)—The 
Stark Altmaier Co., Inc., has been 
chartered with a capital of $25,000 to 
deal in shoes and hosiery. The con- 
cern will open an exclusive shoe store 
for children’s footwear in the Mara- 
mor Restaurant Building on East 
Broad Street, about Sept. 1. Stark 
Altmaier will be president and man- 
ager. Other incorporators are Oscar 
C. Altmaier and Margaret H. Alt- 
maier. Stark Altmaier has been as- 
sociated with his father in the M. Alt- 
maier & Son Co., at 140 East Main 
Street, retail shoe dealers. 





Baltimore Ground Gripper 


Store Now in Operation 


BALTIMORE, Mp. (UTPS)—The 
Ground Gripper Stores, Inc. of New 
York, subsidiary of the Ground Grip- 
per Shoe Company, Inc. of Boston, has 
formally opened its Baltimore branch 
at 307 North Charles Street. This 
store, which is the first for Baltimore 
is the twenty-fifth in the chain oper- 
ated by the company throughout the 
United States. It marks an important 
addition to the exclusive shoe shops of 
Baltimore, and especially to those few 
exclusive shoe shops which feature ex- 
clusively scientific and corrective shoes. 
In arrangement and appointments it 
takes rank with the leading exclusive 
shoe shops of this city. 

The store is in charge of Richard O. 
Roberts, former manager of the Pitts- 
burgh, Pa., and Hartford, Conn.. 
branch stores of the Ground Gripper 
Stores, Inc. In getting ready for the 
opening, Mr. Roberts had with him A. 
O. Wilson, eastern district manager 
for the company. Since the store is 
located in the exclusive business sec- 
tion of Baltimore, they exrect the Bal- 
timore branch to become one cf the 
most important in the chain. 


Leska Joins Peyton’s 


San ANTONIO, TEX. (UTPS)—The 
shoe department of Peyton’s Store has 
been placed under the management of 
A. C. Leska, for the last 10 years 
with the Guarantee Shoe Store as ex- 
pert fitter and foot specialist. 








Wilrose Slipper Salon 


Opened in Roanoke 


RICHMOND, VA. (UTPS)—The Wil- 
rose Slipper Salon, Inc., which will 


handle ladies’ slippers exclusively, 
opened at 413 South Jefferson Street, 
Roanoke, Va., Sept. 8. Harold J. 


Rosenberg, secretary-treasurer of the 
new business has just returned from a 
trip to New York and St. Louis, visit- 
ing both the eastern and western mar- 
kets, buying slipper designs which have 
never before been shown in Roanoke. 

The new company, through Oscar 
Wall, local real estate agent, was able 
to arrange for a long time lease on 
the building, which has justified it in 
making extensive improvements, Mr. 
Rosenberg stated. The work of re- 
modeling the structure, done by J. C. 
Senter, Roanoke contractor, has been 
under way for about 30 days. The Vir- 
ginia Motor Company, which formerly 
occupied the entire building, will con- 
tinue to use one side of it. 

Every modern convenience has been 
installed in the slipper salon, Mr. 
Rosenberg declared. The firm, which 
is a Virginia corporation domiciled in 
Roanoke, may later establish branch 
stores elsewhere, but the Roanoke 
enterprise is the first and only one 
operated by the company at the present 
time, it was stated. Both Mr. Rosen- 
berg and Jesse C. Williams, president 
of the corporation, have already estab- 
lished their residence at Roanoke. 

In the upholstering for the seats and 
all details of the interior finishing, a 
color scheme of old rose has been fol- 
lowed. The store is managed by Luns- 
ford Staples. 





New Store in Baltimore 


BALTIMORE, Mp. (UTPS)—Another 
addition to the exclusive retail shoe 
field of Baltimore is that of the Boule- 
vard Bootery, which has been opened 
at 3312 Greenmount Avenue. Shoes for 
the entire family are being carried, 
with Rice & Hutchins, Craddock and 
Endicott & Johnson shoes forming a 
feature of the several lines that are 
featured. A hosiery section has also 
been opened, where hosiery for men, 
women and children in a wide range 
of styles, etc., is being featured. 
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The sales franchise in your 
city is valuable, write for it. 


NATURE FOOTWEAR CORP., BREWER, ME. 


“DOCTOR’S 
CHOICE” 


A true orthopedic foot building 
shoe for children. Combines 
perfect fit, long wear, style and 
flexibility, with every desirable 
quality a child’s shoe should 


have. 
An altogether remarkable shoe. 


Stock No. 6221—Mecca Cf. Oxford. Gold Spot 
Spartan Soles, Combination Last. Stocked C-D-E. 
Wide..... 5-8, $1.70; 8%-11, $2.00; 11%-2, $2.30. 


5 per cent, 30 days 

















CONCAVE ARCH 
PROFESSIONAL HARD TOE BALLET 





PATENT PENDING 






Built on the new “BALANCING LAST,” created by 
Capezio. 

Gives perfect equilibrium; prevents tipping from side 
to side and allows pointing of the toes from any extreme 
angle with the least amount of effort. Provides equal 
comfort when ON TOES as when OFF TOES. 

Capezio Concave Arch Toe Slippers are unsurpassed for 
flexibility. ‘The box is pertectly balanced and uniform— 
eliminates the discomfort of breaking in a new pair. The 
arch instantly conforms to the shape of the foot, fitting 
snugly WHEN ON TOES OR OFF TOES with gripping 
support and absolute comfort. ; 


IN-STOCK IN 


PINK SATIN, BLACK SATIN, WHITE SATIN AND 
BLACK KID 


Made to Order in Any Other Materials 














209 WEST 48TH ST., NEW YORK CITY 











VANITY 


[] SHOE ORNAMENTS [] 








The Leading Bow of the Season 
in black satin with kid piping 
As designed for 


GRIFFIN-WHITE SHOE CoO. 
of Brooklyn 


Vanity Ornaments obtainable thru your 
manufacturer only. 
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America’s Master Builder of Dancing Footwear 











1261 Atlantic Ave., 





Brooklyn, N. Y. 
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Meeting Seating Problems 
for a Half Century 


Has given us the answer to your Profit Problem 


A half century of seating service to theatres, 
schools and churches stands behind “American” 
claim to seating superiority. The same organi- 
zation, seating experts and master craftsmen 
have given their specialized knowledge to 
meeting shoe store seating problems. Resources 
and research have been applied to make Amer- 
ican Interlocking Shoe Store Chairs a 
vital business building factor in your store. 
The discriminating shopper seeks out 
the store that reflects distinction. 
Where equipment is in harmony with 
better taste . . . and shopping is made 
pleasant. “American” Chairs, beautiful 
in finish and design, add this touch of 


smartness to your store. Bring in more and 
better trade. Build confidence in your values 
and management. Make your store the pre- 
ferred place to buy shoes. 


FREE SERVICE AND BOOK 


Our engineers and draftsmen have suggested 
novel seating arrangements for thou- 
sands of shoe stores from coast to coast. 
Their experience is yours without obli- 
gation. Write our Shoe Store Service De- 

‘ partment for seating ideas. Our helpful 


“New Stylesin 32-page book, “New Styles in Shop 
Shop Seating” 
Helpful handbook for 


the modernshoe store 
owner or manager. 


Seating”, also free to interested owners 
and managers. Write for a copy today. 


American Seating Company 


1016 Lytton Building 


Chicago, Illinois 


Branch Offices 
New York: R-601-119 W. 40th St. 


Philadelphia: R. 703-1211 Chestnut St. 
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Boston: R. 302-69 Canal St. 
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WHERE TO BUY 
Men’s Shoes 








NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


B. W. COOK, President 
Syracuse, N. Y., U. 8. A. 
MEN'S FINE SHOES EXCLUSIVELY 























BOS seus 


COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 























HENRY LILLY CO. 
110 Duane St. New York 


AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 














Tue 


SHOE 


Qa regmen 
. M. A. PACKARD CO., Makers 
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Shipments from 
Brockton Show 
Good Increase 


Salesmen Report That Ten- 
dency Is to Buy Further 
in Advance 


BROCKTON, Mass. — Production con- 
tinued to show further steady advance 
when shipments the past week climbed 
to 11,000 cases, the best showing for 
19 months, and a mark that has been 
bettered only six times in the past four 
years. Fall deliveries are now going 
forward at full speed. 

There was further optimism during 
the week when reports from two of 
the larger concerns showed that sales- 
men continue to find business good, 
and this from almost every section of 
the country. In the big cities and in 
the farming West, retail shoe mer- 
chants are Ba further ahead than 
for many months. 

Men’s blacks are going very strong 
at this season. There was good busi- 
ness in very dark tans and in tan col- 
legiate shoes, but blacks continue to 
lead in orders. 

One very keen number displayed by 
a designer preparing for the Brockton 
fair style show is a Russian calf low- 
cut with wing tip and winged or 
scalloped foxing. The shoe is finished 
in double-decked welting which is much 
in demand this fall. Another beautiful 
feature was a dark tan with a folded 
tip and a circular top quarter, the 
whole stitched with triple-rowed lighter 
tan thread. Low heels are on both 
models. 





Black suede, patent and calf are be- 
ing used extensively in orders for 
women’s shoes, but there is much tan, 
mostly of the darker shades, being 
ealled for. 


John J. Gasper Dead 


MILWAUKEE, Wis.—John J. Gasper, 
aged 63, prominent shoe manufacturer 
here, died Sunday, Sept. 4, after a long 
illness. He was vice-president and 
manager of the V. J. Schoenecker Boot 
& Shoe Co., with which concern he 
started as an office boy many years ago. 
He is survived by his widow and two 
daughters. The funeral was _ held 
Wednesday, Sept. 7 at St. Michael’s 
Church. 





Selby Elected 


PortsmoutH, OHIO (UTPS)—The 
board of directors of the Portsmouth 
Country Club has elected Mark W. 
Selby, an official of the Selby Shoe Co., 





president of the club. 


Milwaukee Plants Are 
Ahead of Last Year 


MILWAUKEE—Milwaukee shoe manu- 
facturers report immediate business 
good with excellent prospects ahead 
for the next two months at least. 
Plants report that they are going 
ahead of last year and that the last 
week has seen an increase in orders. 

The Harsh & Chapline Shoe Co. has 
booked a tremendous business so far 
on Fall merchandise, according to 
Fred W. Moritz, general sales man- 
ager, and regular accounts are well 
sold up. Blacks in dress shoes con- 
tinue to hold the major portion of im- 
mediate orders but there is a little sale 
on the darker shades in tan, and this 
demand is expected to gain. .The com- 
pany shows a considerable increase in 
all lines over last year, Mr. Moritz 
says, and at present it is inclined to 
encourage the demand for tam shoes in 
the belief that this will develop con- 
siderably more business both for the 
retailer and manufacturer. 

A big Fall business on work shoes is 
looked for by the Harsh & Chapline 
company, Mr. Moritz reports, as indi- 
cations are that the dealers are not 
overstocked on this type of shoe be- 
cause of hand to mouth buying meth- 
ods. The fall season and cold weather 
will be a decided stimulus to work 
shoe business, according to Mr. Moritz, 
and at present the demand for work 
shoes is running ahead of 1926. 

At the Huth & James Shoe Manu- 
facturing Co., E. C. Huth, secretary- 
treasurer of the company, stated that 
business during the past fourteen 
weeks has been very satisfactory, and 
that a nice increase of business has 
shown up in the last week. A good 
business is expected during September 
and October, according to present indi- 
cations, Mr. Huth says, and general 
conditions are in a_ healthy state. 
Black patents still retain the lead in 
popularity, and there is a growing de- 
mand for the darker tans. Ties con- 
tinue to sell best, and some pumps are 
selling, Mr. Huth states, and the man- 
nish type of oxford is also good. 

The B. B. Shoe Co. finds business 
keeping up well, according to George 
O. Peterson. Orders continue to come 
in at a good rate, and there has been 
no change in the style or color demand 
during the last week. The volume con- 
tinues over last year, Mr. Peterson 
states. 





New Auditor for Keith 


BROCKTON, Mass.—Edward M. Carr 
of North Easton, for 17 years an audi- 
tor for the Geo. E. Keith Co., has re- 
signed his position to enter business for 
himself as an insurance broker. He will 
be succeeded by Herbert C. Johnson and 
Stanley Parmenter, who have been his 





assistants for several years. 
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To Dismantle Tannery 


TOMAHAWK, WIs.—The Union Tan- 
ning Co. plant here will be dismantled 
within a year, according to Ed. Chris- 
tensen, manager of the local plant, who 
has returned from headquarters of the 


company at Ridgeway, Pa., and the 


property has been placed on sale. 

The tannery was ‘established by 
William Bradley in 1903 and was soon 
after sold to its present owners, the 
Union Tanning Co. 





Lynn Now Producing Late 
Fall and Winter Shoes 


LYNN, Mass.— Manufacturers here 
are moving along toward the produc- 
tion of shoes for October and Novem- 
ber sales, with a tendency to put a little 
more substance in the bottoms of shoes, 
to touch up the uppers with a bit more 
color and also to emphasize the lines 
of shoes by edging the seams with a 
narrow collar, a binding or cording of 
a color to contrast with the vamps and 
quarters, or the use of a saw tooth 
braid to get that serrated line some call 
pinking. 

A new low level on supplies of sole 
leather is reported, some of the Lynn 
sole cutters saying that they are un- 
able to obtain a sufficient supply of 
leather from the tanneries. 

New models of lasts continue to show 
lower heels, and a bit more spring in 
the toe, with some narrowing of the 
lines of the forepart, as well as but- 
tressing up the instep and ball lines so 
that the soles will provide for more 
substantial support to the forepart 
arch. Lines of vamps and of quarters 
are being whittled away by a 1/16 of 
an inch here and there, so as to make 
the shoes appear more graceful. 

Some firms are starting on a new 
production of fancy dress shoes for the 
coming social season, and it looks as if 
the output of this class of footwear 
would exceed all previous records. In 
this style of footwear one will find the 
most elaborate materials, and exquisite 
decorations. Yet there will also be a 
large production of the familiar party 
slippers of gold and silver kid, and 
also many black shoes, of satin or 
suede, adorned with ornaments of bril- 
liants of white metals. 





Will Tour Europe 


BRocKTON, Mass. — Vice - President 
George H. Leach of the Geo. E. Keith 
Co., accompanied by Edgar B. Davis, 
Brockton and Texas oil man and phil- 
anthropist, will sail in a few days for 
Europe, where they will be gone about 
six weeks. They plan td visit several 
countries where Mr. Leach will drop in 
on Walk-Over customers and Mr. 
Davis hopes to inspect rubber plants 
and plantations. 





Mrs. Vinsonhaler Recovers 


Sr. Louis, Mo.—Harry Vinsonhaler, 
special factory representative of the 
Independent Shoe Co., reports that Mrs. 
Vinsonhaler, who suffered a fractured 
skull as a result of an automobile ac- 
cident about eight weeks ago, is now on 
the mend. He states that her recovery 
has been very satisfactory, considering 
the seriousness of the accident. 





Cincinnati Production 
Remains at High Peak 


CINCINNATI, OHIO—The shoe manu- 
facturing business here remains very 
active. Plants are busy filling orders 
booked early in the season for Sept. 1 
to 15 delivery. Samples for late fall 
and early winter have been made up 
and salesmen are being sent out on 
territories with the new line. Some 
of the styles that have been so much 
in demand for early fall shipment are 
expected to hold good into winter and 
there seems to be virtually no changes 
in patterns as a whole. 

Frank X. O’Brien, vice president of 
the Krippendorff-Dittmann Co., said 
that shipments of his company during 
July and August showed a large in- 
crease over the same two months of 
last year and expects business to re- 
main good through the coming season. 
According to Mr. O’Brien, tan calf, 
brown and black suede and brown kid 
will be very good for late fall and early 
winter and satins will go to a certain 
extent. Black patent is expected to 
remain in the lead and a good volume 
of business will be done on brocaded 
satin and patent combinations, Mr. 
O’Brien said. During the past thirty 
days there has been virtually no change 
in the pattern situation and Mr. 
O’Brien expects styles for late fall to 
differ very little from those of the 
early part of the season. Colonial pump 
effects and different types of one straps 
will continue good, Mr. O’Brien thinks, 
and ties will go to a certain extent. A 
marked increase over previous seasons 
in duplications and size up orders from 
retailers are coming in to the Krippen- 
dorff-Dittman Co., Mr. O’Brien said, 
due to what appears to be an early fall 
season. Collection with the Kirppen- 
dorff company are very good. 

H. A. Sachs, president of the Sachs, 
Bruson & Vigorith Shoe Mfg. Co., said 
that the past season was the best his 
company has ever had, with a capacity 
run and not a day’s slow down on 
production during the past several 
months. New samples have been made 
up for late fall and salesmen are now 
leaving for the East and Middle West. 
According to Mr. Sachs, the patent 
strap slipper with Cuban heel will be 
fall’s able leader with brown kid sec- 
ond. There will be quite a bit of 
action later on black suede and suede 
and snake combinations, Mr. Sachs 
thinks. 





Logie with McLoughlin 


CHIPPEWA FALLS, WIs.—William G. 
Logie has been named production man- 
ager of the McLoughlin Shoe Co. which 
is now in process of organization here. 
Mr. Logie was recently associated with 
R. E. McLoughlin in the J. W. Carter 
Co. of Nashville. Previous to that time 
he was in charge of the Chicago office 
of the W. H. McElwain Company. 
Mr. Logie’s father was one of the 
founders of the Rindge, Kalmbach and 
Logie Co. of Grand Rapids, Mich., one 
of the pioneer shoe manufacturing com- 
panies in the Middle West; and after 
his father’s death he was in charge of 
the plant for several years. 





WHERE TO BUY 
Men’s Shoes 








STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot to Be Stetson 
te Be Snappy” 
THE STETSON SHOE CO., Ine. 
Seuth Weymouth, Mass. 








Sones? at. 


30 STYLES IN STOCK 
Ready fer Delivery on the Det 


mae °—— "alee 

















HAND TAILORED’ 
ae HAND LASTED 


ION F-REYNOLDS Comm, 
BROCKTON MASS : 












WHERE TO BUY 
Standard Shoe Materials 












The One 
Waterproof 

















Strong and Flexible 


C Counter Board 
tite gi 
ex vy 


The Sterling Fiber Board Ce. 
Sales Office, 501 Fifth Avenue, 
ew York 











est Virginia 
Fibre Board 

Scientifically manufactured to an exact 
Uniformity of Quality. 

WestVirginiaPulp& PaperCompan 

estVirginiaPu ‘aperCom 

dow New York P Catone d 
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WHERE TO BUY 
Ballet Slippers 








BALLET SLIPPERS-—IN .STOCK 


REG 


SCOHWARI2 «2 HERDER, Inc. 
Gpoctatote im Ballet Manufacture 
241 No. 11th Street - Philadelphia, Pa. 




















Stim» noee 


ERG § 
124 N. Srd ‘se. Philadelphia 












LYONS AND COMPANY 
Heed Ture BALLETS 





fas 1.40 oss 








. 
Im Steck Black Bal- 
let Slippers 
Ladies’ 25 pe 
Misses’ $1.20 pr. 
Childs’ 61.18 pr. 
BLOG SHOB ING. 
pry yt) 


147 D 
New York, N. ¥. 











Ales 


ty ierwra peony, gp ter 








BALLETS 
$1.15 Wos. $1.10 Miss and Child’s 
Hard Tee $2.25 Wes. $2.20 Miss and Chila’s 
White-Pink Kid. Pink-Black Satin 25c. extra 
TURN BOUDOIRS 
Biack Kid $1.00 Quilted Satin $1.20 
Kid Boudoirs RIGHT -LEFT LASTS $1.10 and $1.20 


The VOGUE SLIPPER CO., Haverhill, Mass. 

















Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs 


A Military Tie-Up 





This “Maas Bootery,” Tampa, Fla., window was a direct tie-up with the Tampa Board 
of Trade Trophy presentation to ‘the 116th Field Artillery.» The daily newspapers 
carried a photograph of the window and a story which gave no little publicity. 
Quite a number of the dress and field boots were sold to officers of the artillery 
and, in addition to that, many pairs of sport oxfords. 
“We are strongly in favor of tie-ups of national advertising and news stunts of 
local and national interest,” says S. W. Shuttleworth, display manager for the concern. 








2,500 Attend Selby 
Shoe Co.’s Picnic 


PoRTSMOUTH, OHIO (UTPS)—De- 
spite overhanging clouds, which 
threatened rain for the greater part 
of the day, a crowd of 2500 employees 
and their families of the Portsmouth, 
Ironton and Ashland, Ky., plants of the 
Selby Shoe Co., enjoyed the fifth an- 
nual outing and picnick at Selco Park, 
Portsmouth, Saturday, Aug. 27. The 
athletic events, especially the baseball 
games and the relay race attracted a 
great deal of attention. 

In the relay race between teams rep- 
resenting the Portsmouth and Ironton 
plants, the latter won by fully 50 yards 
and thus secured possession of the 
loving cup which has reposed in the 
Portsmouth factory for several years. 
The baseball game, which also en- 
gendered intense rivaly was played be- 
tween the Portsmouth Arch Preservers 
and the Ironton Iris. This was also 
won by the Ironton team by a score 
of 5 to 0. Pasly, the Ironton hurler 
was invincible, allowing only one hit 
while Rollins the Portsmouth pitcher 
received erratic support. 

In the girls’ baseball game played 
entirely by girls, the Ironton team was 
the winner by a score of 16 to 4. Other 
amusements were tennis, croquet, 
horseshoe pitching and dancing. A rid- 
ing horse was provided for all who de- 
sired a canter in the park. A local 
aviator, Selby Holly, was on the 














grounds to take any one for a ride. 








Pfister & Vogel Present 
Park to Georgia 


MILWAUKEE, Wis.—The Pfister & 
Vogel Leather Co. .. Milwaukee, has 
presented Vogel Park, a new forest 
park, located on the highest pass over 
the Blue Ridge in the northeastern part 
of Georgia, to the state as a recrea- 
tional area. 

The park is only three hours by 
motor from Atlanta, and less from 
other northern Georgia points, and con- 
sists of a 16-acre tract at an elevation 
of 3840 ft. in Neel’s Gap on the Ap- 
palachian Scenic Highway. Three 
springs, a beautiful waterfall, and the 
heavy growth of hardwood timber on 
the ground are particular attractions 
of Vogel Park which have ‘aroused 
much enthusiasm and appreciation on 
the part of the picnic and camping 
groups which have begun to frequent 
the place. Thé park has been prepared 
for public use by clearing underbrush 
for space for tents and picnics, and by 
fireplaces which have been built. 


A Pacific Coast Visitor 


East WEYMOUTH, Mass.—DeWitt C. 
Davis of Los Angees and San Fran- 
cisco has returned to the Coast after a 
visit to the Edwin Clapp factory in the 
interests of his three Edwin Clapp 
shops, one in Los Angeles and two in 
San Francisco. 
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Cool Window for Sport Shoes 





An apple green and white color scheme provided a cool setting for this display of 
sport and summer shoes at the Walk-Over Shoe Store, 28 North Pennsylvania St., 
Indianapolis, Ind. The trim was devised by John A. Collins. “We feel that no money 
can be better spent for advertising,” says F. C. Schinke, manager of the store, “than 
through the windows, which sound the keynote for the entire store.” 








August Shipments Larger 
Than Those of Last Year 


Boston, Mass.—Shoe travelers are 
sending back business in good volume 
to their factories. The production of 
shoes for this district has been ad- 
vancing during the last two months, 
and August shipments have run ahead 
of those for the same month of last 
year. Shoe styles have stabilized well 
as to colors and patterns. Blacks and 
browns in patent leather, calf, kid, 
suede and blacks in satins are all ready 
sellers. Straps, oxfords, step-ins and 
plain pumps, with heels slightly lower 
than last season’s, are attractively 
shown in both factory sample room and 
in shoe wholesalers’ windows and sales- 
rooms. Dark blue and bottle green 
upper leather are the two outstanding 
“different” tones. Already some manu- 
facturers have sold a few accounts in 
various models, with uppers made in 
leather of these shades. Several leather 
houses are receiving inquiries from 
shoe manufacturers for samples of 
blues particularly blue lizard, blue kid, 
blue suede and prints, featuring blue 
as the predominating shade. The de- 
mand for black calf from makers of 
women’s shoes is increasing. Another 
calfskin tanner reports that he is pro- 
ducing as many tans as blacks, al- 
though he finds himself short on blacks, 
on account of previous demands. Grain 
leathers are in good demand. Suede 
leather continues active. Black sides 
are selling well, and the demand for 
patent leather continues. 


**Miss Lynn’s” Shoes 


Lynn, Mass.—Miss Muriel Bowers, 
who is appearing as “Miss Lynn” in 
the beauty pageant at Atlantic City, 
has for footwear some shoes of peach 
suede leather for dress wear, of powder 
blue calf for sport wear, of silver kid 
adorned with jewls for dancing, and of 
green suede to wear with her bathing 








costume in the beauty parade. She 
will ride in the beauty pageant in a 
chariot built like a big shoe, and decked 
with flowers as well as illuminated with 
gay electric lamps. Miss Bowers was 
selected as “Miss Lynn” at a style show 
which was presented as a feature of 
the annual ball of the Lynn Press Club. 
She has an excellent foot and ankle, of 
the No. 4 B dimensions. Daly’s Golden 
Rule Factory provide the shoes which 
Miss Lynn will wear. “Tommy” At- 
kins of the United Shoe Pattern Co., 
designed the shoe for the chariot, and 
the General Electric Co. decorated it. 
Edric R. Taylor of McNichol, Taylor, 
Inc., is chairman of the committee 
which arranged for the appearance of 
“Miss Lynn’ in the beauty pageant. 


E-J Shipments Gain 


ENpicott, N. Y.—August shipments 
exceeding $7,000,000, and representing 
a 14 per cent increase over the business 
during August, 1926, are reported by 
the Endicott-Johnson Corporation. Net 
sales for the first eight months of the 
year totaled 21,600,000 pairs, a gain 
of 10 per cent over the business during 
the same period last year. 

“We find demand for shoes excep- 
tionally strong for this season of the 
year in all sections of the country,” 
the company’s announcement stated, 
adding that “there is no indication that 
the firm position of the hide and 
leather market will be modfied in the 
near future.” 








More Space for Regal 


WHITMAN, MAss.—The Regal Shoe 
Co. has leased from G. G. Roberts 
the space on the second floor of the 
brick factory formerly utilized by the 
Metropolitan Shoe Co. and will use the 
added space for a shipping department 
to take care of the steady increase in 
business. About 1000 additional feet of 
floor space will obviate the crowding in 
the regular shipping room noted before. 





WHERE TO BUY 


Women’s Novelties 








3.50, 4 & $5 Sellers Why ast you? 


Samples sent and 
returnable at 
our expense. 

Samuel Cohen 

Shee Co. 

72-82 lincoln 

St. 





Beston, * ass. 








Latest Styles at 
Popular Prices 
in Stock. ~ 
ST.-NEW YORK 














We carry In-Stock for immediate deliv- 

wy. smartest styles of the moment in 

a" McKays—priced from $2.50 to 
g Samples on request. 


Aronson Bros. Hhoe Co., Inc. 
213 Essex St., Boston, Mass. 
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WHERE TO BUY 


Men’s & Women’s 
Slippers 











PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave., Brooklyn, N. Y. 
New York Office, Room 622, 1328 B’way 


HIGH GRADE TURN MULES and D’ORSAYS 
Satins, Kids, Brocades and Fancy Patterns. 


$27.00 per doz. and Up 4 
aa Catalog 
sent on 
request 


Men’s All Leather House Slippers 


IN sTOCK 
Romeos — Operas 
















Everetts 
Golden Brown Kid 
—Hand Turned—8 
} ol Sole—Rubber 


eel. 
Send for samples. 








ROTH & ROSENBERG SHOE CO. 
124 N. Srd St., Philadelphia 
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WHERE TO BUY 


Miscellaneous 
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WHERE TO BUY 
Children’s Shoes 








“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F.S. ELAM SHOE Co. 
HES 


ROC TER, N. Y. 
Boston Office: Statler Bidg., Room 532 














WHERE TO BUY 


Store Fixtures 
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Baltimore Spends Eight 
Millions on Footwear 


BALTIMORE, Mp.—Baltimoreans 
spend $5,611,600 annually on boots and 
shoes according to an analytical ac- 
count of the survey made in Baltimore 
by the domestic distribution depart- 
ment of the Chamber of Commerce of 
the United States. The figures are not 
separated as to men and women, but 
it is not difficult to infer or conclude 
that the greater amount of almost six 
million dollars spent on footwear is 
spent by women. The survey which 
is being conducted to determine the 
distribution of merchandise after it 
leaves its place of origin or manufac- 
ture, was first made in Baltimore. 
The Government plans to conduct other 
such surveys in other cities. 

In hosiery, which now is being sold 
in all exclusive shoe shops and allied 
stores, and which is regarded as a part 
of footwear, there were spent. $2,364,- 
600, according to figures of the same 
department, which were obtained dur- 
ing the survey. Thus more than eight 
million dollars annually are spent on 
footwear in Baltimore’s retail stores. 
These figures do not include the whole- 
sale distribution or manufacture of 
either shoes or hosiery, in Baltimore. 


Stetson Employees 
Hold Annual Outing 


Boston, Mass.—The annual outing 
given by the Stetson Shoe Company 
Foremen’s Association to the employeés 
was held at Ridge Hill Grove, Norwell, 
Friday, Sept. 2. It was a notable suc- 
cess, not only in respect to weather but 
also in the many original features pro- 
vided by the entertainment committee 
and which furnished as much enjoy- 
ment for the on-lookers as the partici- 
pants. 

The famous Stetson Band, which 
sailed on Sept. 9 from Boston bound 
for Paris and the national convention 
of the American Legion as the official 
band for the Massachusetts Legion 
there, played throughout the day. 

Decidedly one of the most interest- 
ing features of the afternoon program 
was a burlesque style show put on by 
members of the factory force, and 
which cleverly travestied the regular 
Stetson Style Review. 

President A. W. Little; Charles T. 
Heald, general manager; Stanley 
Heald, superintendent; Thayer Mc- 
Bride, salesmanager, and all the direc- 
tors were present as well as Salesmen 
J. W. Melville, S. W. Merrill, B. M. 
Brewer and Advertising Manager 
Roland Haviland. 


P. Sullivan Shoe Co. Has 
Option on Cahill Plant 


WILLIAMSBURG, OHIO (UTPS)—The 
P. Sullivan Shoe Co. of Cincinnati has 
secured an option on the plant of the 
Cahill Shoe Co., located at this place, 
a town of more than 1,000 population, 
which will likely be exercised soon. The 
option calls for taking over the plant 
and business of the Cahill Company, 
which will be operated as a branch of 
the Sullivan Company. By the pur- 
chase of the plant the Sullivan Com- 
pany will round out its line consider- 
= and will produce a line to sell for 


Coward Expands Again 


New YorK—The second expansion 
in the new Coward store opened a few 
months ago, will be made by the acqui- 
sition of the third floor in the building 
at 37 West Forty-seventh Street, and 
the installation of the largest chil- 
dren’s youths’ and misses’ department 
in the city. The space on the mezzan- 
ine, now occupied by the children’s de- 
partment will be devoted to a salon 
for women’s evening slippers, after the 
rearrangement of store space. 





Shoes Given to Red Cross 


Fort WortH (UTPS)—L. G. Gilbert 
& Company, one of the dealing stores 
of Fort Worth, a few days ago gave to 
the Red Cross, for distribution as that 
organization sees fit, more than 2000 
pairs of shoes. It required two big 
trucks to haul the donation of the com- 

any to local Red Cross headquarters. 
ach pair of the shoes was packed in 





the original carton. 





Walk-Over Store Moves 


CoLumBus, OuHIo (UTPS)—After 
being located in one store room for 
twenty years and after a period of 
gradual expansion extending over 
twenty-seven years, the Walk-Over 
Shoe Co. of Columbus moved into a 
new store building at 18 North High 
Street, Sept. 1. The former location 
was at 39 North High Street. The new 
store building consists of two floors 
and a large basement for storage pur- 
poses. The new quarters are elegantly 
fitted up with modern fixtures. The 
removal caused no interruption in busi- 
ness as both stores were open for a 
few days, while the clearance sale was 
being held. 


Endicott-Johnson Corp. 
Sells Grocery Stores 


ENpIcoTT, N. Y.—Carrying out the 
decision announced two months ago to 
dispose of its workers’ co-operative 
grocery stores, the Endicott-Johnson 
Corporation has sold all its stores to 
the American Stores Company, of 
Philadelphia, one of the leadifig chain 
stores groups of the country. 

“The E-J stores were originally 
started at the close of the war to meet 
the sudden rise in living costs, and 
since this condition has now been ad- 
justed there is no further reason for 
their continuance under our manage- 
ment,” George F. Johnson, president, 
stated in announcing the sale to the 
Endicott Johnson workers. Sales at 
the workers’ grocery stores amounted 
to almost $2,000,000 annually, it was 
stated. 


Peter C. Gropp Is Dead 


OWENSBORO, Ky.—Peter C. Gropp, 
aged 56, pioneer shoe merchant, died 
at his home on Griffith Avenue, at 1.30 
o’clock on the morning of Aug. 17, after 
a long illness. For the past several 
weeks Mr. Gropp had been at the Pope 
Sanitarium, Louisville. He was brought 
home a few days before his death after 
hopes for his recovery had been aban- 
doned. Mr. Gropp started business 
with his brother, Adam H. Gropp, in 
this city in 1892. Only recently a clos- 
ing out business sale was started by his 
firm, on account of the illness of Peter 
Gropp. Mr. Gropp leaves a widow, 
three daughters, three sons, and one 
brother, Adam H. Gropp, proprietor of 
Gropp’s Shoe Store, Henderson, Ky. 
The deceased has been a resident of 
Owensboro since 1884, moving here 
with his parent when he was 13 years 
of age. He had many friends, not only 
in this section, but in Boston and other 
sections of the East and West. Peter 
C. Gropp was a member of the Knights 
of Columbus and a life-long member of 
the Catholic Church. 











Martin Altmaier Dead 


CotumsBus, OHIO (UTPS)—Martin 
Altmaier, aged 69, a lifelong resident 
of Columbus and a retail shoe dealer 
at 140 East Main Street, for the past 
40 years operating under the name of 
M. Altmaier & Son, died at his late 
residence, 160 South Ardmore Road, 
Aug. 16, after a two months’ illness 
from heart disease. He leaves his 
widow and three sons. 
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OOTWEAR of the 17th century showed ex- 
tremes of daintiness and clumsiness. Women 
of fashion wore beautifully embroidered footwear, 
~ while spurred, cumbrous, brutal Jack and Postillion 
boots were worn by many of the men. These 
enormous boots weighed eleven pounds each, and 
were roomy endugh to hold a complete 


change of clothing. 
mately 
5 | Zeuers combine suit with United Shoe Machinery Corporation 


BOSTON, MASSACHUSETTS 
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ALL DISPLAY SPACE 





OTHERS 
7c per word. Minimum Charge $1.25 
Five dollars per inch. Allow 45 words to an inch 


Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements 
Otherwise insertion will be put over to the following week’s issue. 
When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 

Payment in advance is required, except when regular 
advertisers, as amounts are too small to open accounts. 





be published same week. 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








WANTED FOR THE SOUTH 


Two salesmen, one for Texas, Oklahoma, Mississippi and Louisiana. 
The other for everything east of the above territory and south of 
Virginia. Line comprises of about thirty-five high style, fast selling 
shoes for the Modern Young Lady of today. Heels range from one 
inch to one-and-a-half. All Goodyear Welts, high grade, perfect 
fitting shoes. Are available in widths AAA to D. Several numbers 
carried in stock. Can be carried with a non-conflicting short line. 
Commission 8 per cent. Positively no advances, excepting 60 per 
cent on accepted orders once a month. No attention will be paid 
to replies that do not give your complete history, the line you are now 
carrying and youf approximate territory; in fact, everything about 
yourself. This is a highly specialized proposition of high-grade 
shoes and is worthy 6f best salesman in each territory. Address D-37, 
care Boot and Shoe Recorder, 207 South St., Boston, Mass. 











SALESMEN! 


A rare opportunity to make a permanent 
connection with reputable firm, doing a nation 
wide business. Sell comfort foot appliances 
used and endorsed by laymen, athletes and 
athletic directors throughout the country. 
Liberal Hee 8 - those that qualify. 


See our ad on 
THE AN CH CO., Inc. 
L on, Ky. 











Salesman Wanted 


We have a splendid opening for a real 
roducer. We make a very fast line of 
t. Louis McKays at popular prices. 
Only a man with a following and the 
highest of references will be considered. 
Address D-42, care of Boot and 
Shoe Recorder, 1627 Locust St., 
St. Louis, Mo. 





























SALESMEN WANTED—To sell side line 
all leather first step shoes 1/5; stitchdowns 
and goodyear welts 5/11; novelty, pular 
priced, quality shoes; all in com- 
mission MAIZE SHOE COMPANY, 
Rochester, N. Y. 





WASHINGTON, Oregon, California, Gulf, 

Florida, Oklahoma, Northern Texas, Minne- 
sota, Wisconsin, Iowa, Nebraska, Western 
Pennsylvania and Ohio. ’ Fast repeating beauti- 
ful line infants’ flexible turns, 28 numbers, 
all in stock. No unpacking, instant display on 
opening case. Straight 7% commission. Give 
main line as reference. SCHUYLKILL SHOE 
COMPANY, Orwigsburg, Pa. 





WANTED—Salesman with established trade 
* to sell up-to-date line of children’s a 
misses’ turn and stitchdown shoes, commission 
basis. State references with application. Ad. 
dress D-7, care Boot and Shoe Recorder, 207 

South St., Boston, Mass. 





WANTED—An experienced salesman to cover 

western Penna., eastern Ohio, established 
territory, with the A. B. C. line of infants’, 
children’s and_ misses’ turns. Straight 
commission. _KETNER KRATER co., 
Orwigsburg, Pa. 








ANT salesmen with established trade in 

Washington, Oregon, the Inter-Mountain 
States, Kansas, rado, Arizona, New Mex- 
ico, Indiana, Michigan, Wisconsin. High grade 
stitchdowns, infants’ to misses’. i grade 
turns infants’ to growing girls’, Covered 
heels, all widths. Best lers in stock. 
Straight 7% commission. Give main line as 
reference. J. S. ZULICK & CO., Orwigs- 
burg, ‘Pa. 





ANUFACTURER wants capable, high grade 
M salesmen to carry line of well hf Seort 
and service boots and shoes in conjunction 
with men’s line of dress welts ‘retailing at 
$4.00, $5.00 and $6.00. All dur salesmen 
know of this ad. We want four men for the 
ee peo og —, fe northern Wis- 
consin and northern part o: ichigan; one for 
South Dakota; one for iouhes Wi i 


Stitchdown Shoe 
Factory 


In East desires to develop States 
of New York, Kentucky, Ohio, 
Alabama, Indiana and Illinois, on 
straight commission basis. Write 
giving experience, age, etc. D-16, 
care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 











ALESMEN WANTED—To sell fast line 

women’s novelty shoes carried in stock — 
territory: Texas, Georgia and Illinois. Com- 
mission basis. State experience and former 
connections. BARACK SHOE CO., 1424 
Washington Ave., St.. Louis, Mo. 





POSITION WANTED — Manager or sales- 
man of retail shoe department or store. 
Fifteen years’ experience in buying, fitting and 
selling shoes. Capable of responsibilities. Best 
of references. Address D-38, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





SALESMEN WANTED — Good opportunity 
for live wire salesmen on commission basis 
for New York state and Pennsylvania to 
represent recently established Boston whole- 

er of women’s stylish footwear retailing at 
$5 and $6. Applicants must have successful 
record of selling good accounts. Address D-39, 
care Boot and Shpe Recorder, 207 South St., 
Boston, Mass. 





SALESMEN WANTED to call on shoe manu- 
facturers with complete line of rubber and 
composition taps and attractive sport soles. 
Must have knowledge of shoe manufacturing 
and acquaintance among manufacturers. Can 
be handled as side line if desired. All corres- 

dence fidential. Write AUBURN RUB- 
BER CO., Auburn, Ind. 








SALESMAN for western Pennsylvania. Travel 
by auto. Welts, stitchdowns, McKays, 
leggings. Prefer man living in the Pittsburgh 
district. Address HAGERSTOWN SHOE & 
LEGGING Co., Hagerstown, 





WANTED AT ONCE—Three high-grade shoe 
salesmen by a large rubber company to sell 
a popular and well-advertised footwear item for 
women. .Excellent returns for experienced 
men. Address D-44, care of Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





> 


HELP WANTED 





and one for Pennsylvania. Lines are well 

mown in these territories. Give full informa- 

tion with your application. ill advance ex- 

comene oo proeng, A pro AA ge pom vy 
ress D-24, care Boot an 

207 South St, Bete, ii 





A REAL opportunity to earn additional money 

with a side line. Very small pocket pack- 
age. Easy to sell and carry. Write for par- 
ticulars. SAMUEL HOFFMAN, 363 Willis 


Ave., New York, N. Y. 








TWO SHOE BUYERS 


A real opportunity for a hustler who not 
just buys shoes but knows how to plan his 
urchases and train a sales force. For both 
department, ming 


work done, past employments, age, salary to 
start and kind nailed Address D-43, 
care and » . 
Boston, Mass. 
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LINE WANTED LINE WANTED SHOE PRICE TICKET CLIPS 














SALES MANAGER WANTED 


Manufacturer of women’s shoes requires the services of an experi- 
enced, successful shoe sales manager to work with and to direct the 
salesmen and personally open department store accounts. This is an 
exceptional opportunity for a permanent connection for the man 





Potty Curr .or Shoe Price Tickets 


possessing the required qualifications. Write in confidence—tell age, TILTS AT ANY ANGLE 
experience, etc. USED BY FIRST CLASS SHOE STORES, 
Address D-21, care Boot and Shoe Recorder WITH TRIAL ORDER REFUND iF UN: 
207 South Street, Boston, Mass. SSE. D. POLLINGER 00. 


416 Victoria Bldg. St. Louis, Mo. 


























HELP WANTED FOR RENT MERCHANT NEEDS 


FOR RENT—Store room 20 x 115, modern 

front, 100 per cent location. Possession 
April 1, 1928. CHAMBERSBURG TRUST 
COMPANY, Real Estate Department, Cham- 

















SHOE DEPARTMENT bersburg, Penna. 
MANAGER BUYER 
SHOE DEPARTMENT MANAGER WANTED TO PURCH ASE 


BUYER WANTED BY A: RAPIDLY 
GROWING DEPARTMENT STORE. 


























NOT KEPT PACE WITH THE REST 
; HIGHEST CASH PRICES PAID ° 

a ahummamve alee Hot for entire shoe stocks. We also buy your eonvensent ° 
’ surplus or slow sellers. Quantities no object. en both 

ONE WITH A REPUTATION AS A Retail or wholesale. Short term leases taken mounting 

BUYER, BUT ONE WITH A REPU- off your hands. Wire or phone us. Corre Beth hands 

TATION TO . THERE IS A spondence confidential. Established 1890. 

GOOD OPPORTUNITY HERE TO MAX GLAUBERG stock 

RND SHOE RECORDER, 207 SOUTH 436 Grand Street, New York City 

ST., BOSTON, MASS. Sn ee eee Se eee — rock 

oe 























Sell Us Your Left Over 


New York Export Purcnuasine Corp. 


POSITION WANTED 





DQES your shoe rtment pay? I can put 596 Broadway, N. Y. City 
it across. A Christian gentleman. Ad- 
dress D-32, care Boot and Shoe Recorder, 207 Or Entire Stock for Cash 





South St., Boston, Mass. 











AUDITOR—As executive, wants connection 
with chain shoe store or home office and 


branches. Years of experience in this capacity, 
quick thinker, responsible, live wire, furnish 
best of references. Address D-45, care Boot 
and ‘Shoe Recorder, 207 South St., Boston, ° 
for entire shoe stocks or surplus stocks of 


Mass. 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


AVE had a number of years’ experience on 
H men’s shoes both in factory as style and KIRSCH-BLACHER co,, Inc. 

















quality man, and on the road. Large acquain- 
tance with both jobbing and retail trade 622-624 Broadway, New York, N. Y¥. 
throughout country, especially South and middle Phone Spring 1443 sn B = a S 
West. Address D-36, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 
The DISTINCTIVE arid 





STORE SUPPLIES PERMANENT MARK 


Os ee OL Es 3D 
WEAVING CO. 


33-39 W 347" ST. N.Y.C. 
a Ook akeme a Ab-1 01°), F-00) oi ie) 








LINE WANTED 





HIGH-CLASS salesman with good following 
in North and South Carolina wants low 
priced line of shoes. I have good many large 
volume buyers among chain stores. Address 
D-41, care of Root and Shoe Recorder, 207 Os = FYERYN 
South St., Boston, Mass. KNOWN 











FOR SALE 





Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 





FOR SALE—Stock and fixtures, ideal shoe 
store, Anderson, Indiana. Stock invoices 
$8,000. Fixtures, 138 feet of shelving, hose 
case, finding case, safe, adding machine, divan, 
cash register, two dozen chairs, desk, complete 
set mahogany and glass window fixtures, elec- 
tric sign and_ electric fixtures. Address 
— & NETTERVILLE, Anderson, 
Indiana. 
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MERCHANT NEEDS MERCHANT NEEDS 


MERCHANT NEEDS 











Wrought Iron and Wood 


WINDOW DISPLAY FIXTURES 
dh ASK for CATALOG Se, 
Mc SALES ARE MADE ON THE veewurdl +’ 


Write on Your Letterhead 


The Oscar Onken Co. , cincinnati,O. 


No. 611 W. 4th Street 
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This colonial 
ornament with 
satin or patent bow 
makes a new pattern 
out of operas or step ins. 
Sold by leading New York 

Supply Houses. 




















Other _ styles 





on hand. 


Prices range oo eg Milbradt 
t-te Ladders 


Made for 40 years 
=| by the original in- 
- ventors. 

= Made in all styles 
1 to suit any shelving 
i ci] condition. 

=| Get our price before 

placing your order 


Milbradt 


upward from 


$1.75. 


Shipments 
anywhere, 
packing extra. 





Crown Motion Picture 
Supplies 
720 Seventh Avenue, New York 
3rd Floor 











a Manufacturing Co. 
2416 No. 10th Street 











" ST. LOUIS, MO. 





QSTABLISHED 


LABE LS 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


| AVINDOW 
DISPLAY FI ee 


| SEGALLé SONS 


933 ARCH ST. 
PHILADELPHIA, PA. 


23-271 Feast AVE, SREDRAYDN. OE 
AMERICA’S GREATEST 
SHOE CARTON & LABEL MPCS. 






















: GLASS EYES Superior Shoe Ornament Co. 

New & Used Chairs 394 Ralph Ave., Brooklyn, N. Y. 

Handsomely LASS EYES 

upholstered, “a S Sune ¢ a, HOTELS 

Mulberry a tae oe Pe a 

color. Orig- Poses. izes 

“ ; G. SCHORPFER (ats 

inal cost, 16-18 W. 36th St. ; 1999 sisi 3939 

$11.50. Used Buany Eyes NEW YORK eee HH Sst ce 

3 months. ; 

Price. . .$6.50 STORE SUPPLIES 





i D> Fh ¢ 

z by 1, if 
at Leng } Beach LI. 
Just 40 rninntes fen from N. New York by train 


‘THe DoaRDWALK 1S GLORIOUS 
THE ArRIS LADEN wiih HEAWH 
THE HOfEI_is A PLEASANT TREAT 


Sea Baths “ Music? Danci 
Festive Week-Ends né 
Room Plus Food d ~Only # 8° per Day 


OPEN | ALL YEAR 


BeAcers 
Henry H. Pinecone ~ poceniss “og Qerector 















BE ESP 


Recorder Ads ve 
Attract ‘ 
Good 
Men 


Edgewood Shoe Factories of 
Atlanta, Ga., write us as fol- 
lows: “Our last ad (in the 
Boot and Shoe Recorder) for 
national salesmen brought us 
the most representative applica- 
tions we have ever received. 
From them we have practically 
filled our requirements.” 


Recorder Classified Advs. Carry , 


Tete = 


Far and Hit Hard! 
BODO FO FO FO FO FO FO IO 


DODO DO DOD IO NS TO TS TS 
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aK 
Leather or Rubber Heels 


Greeley Boudoirs are made with leather 
or rubber heels, in black or colored kid. 
A well-made sensible house slipper which 
your jobber should have in stock. If 
he has not—we have. 
Write or wire us. 









New York 


is not an expensive city when its 
visitors sensibly select the Marti- 
nique as their hotel. The rates 








start at 
$2.50 per day STOCK Deliveries At Once 
: and all service as well as restau- 36 Pair Cases 
rant prices are consistent with 
Martinique economy. For gen- A. W. GREELEY 
uine 12 Duncan Street - - - Haverhill, Mass. 





Comfort and 
Convenience 


visit the Martinique on your next 
New York trip—learn how to 
live right at the right price and 
enjoy “the best without extrava- 


NO. 600 BLACK KID 








a" MADE ON RIGHT AND LEFT LASTS 
A. E. SINGLETON, Res. Mgr. | Woman's 2% to8 $1.45 
HOTEL MARTINIQUE || ‘| Meer UK Le 
Affiliated with Hotel McAlpin mr po mm aay 
BROADWAY—32nd to 33rd STREETS IN STOCK 
NEW YORK CITY Write for comptete sotetes 











a ae 
BOs) ey oe Re Oe 
‘Street Philadelphia, Pa. 





























NT UTTT 

AND A >On co. 
i iS The 0.MASS 

BET we 


30 Lines — Men's House 
Slippers. Always in stock. 
Price Range $2.25 to $4.25. 
No. 444 — Patent Brighton. 
Red Kid Lined $3.25. 























Recorder Selling Messages 


WITH YOUR ORDER 


4 beautiful gold or silver two-tone polychrome easels 
with your store initials hand embossed. 


EACH MONTH FOR A YEAR 


8 handsome hand designed and strikingly decorated 
cards, each with a real up-to-the-minute selling message. 


600 PRICE TICKETS 


100 sent every sixty days to harmonize with cards. 


ORDER NOW 


“The Place to Sell Hosiery Is the Shoe Store” 


THREE YEARS AGO “HOSIERY” 
started to preack that text to an audience 
of over 10,000 attentive shoe merchants. 
The sown seed is growing with amazing 
rapidity. All over the country shoe mer- | 
chants are putting in hosiery depart- 
ments. Each month the idea grows 
bigger. 

So we say to you—the place to sell 
hosiery easily, is to the shoe merchant. 
The Boot and Shoe Recorder, through this 
Hosiery section, offers a direct approach 
to the most responsive group of hosiery 
buyers in the country. 


Boot and Shoe Recorder Publishing Company 
Boston, Mass. 
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Recorder Show Card Department 
189 W. Madison St., Chicago, Illinois 
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Serves in 


BOOT AND SHOE RECORDER 


The Boot and Shoe Recorder 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of Tue Boot anp SHoE ReEcorpER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution. 


In this Issue— 


METALLIC GLINT Is “It”.......... 


A NEw ONE OUT OF THE PAST..... 
The Hand Touch in Footwear. 


$100 Sotp 1000 Pairs TO MEN...... 
THE VOICE OF THE RECORDER....... 


PusH—PusH—AND PUSH AGAIN... 
Putting the Song Hit’s Forward 
Urge into Advertising. 


IN THE LAND OF LEG-0-MANIA...... 
A New and Profitable Disease. 


NEw TYPE STYLE SHOW PLANNED.. 


O. P. I. (OTHER PEOPLE’S IDEAS)... 
Our Field Editor Sends in Some 
New Ones. 


Wuat Is SELLING AT RETAIL..... . 
Fast Movers All Over the Coun- 


try. 


WHo’s WHO ON THE ROAD......... 
News of the Travelers. 


SHOE MERCHANTS NEWS ......... 
SHOE MARKET NEWS ............. 
OTHER REGULAR FEATURES. 


Steely Gun-Metal’s Place....... 37 
Fiddle-Shank Rediscovered ..... 38 
Daring Windows ............-. 39 
Opinions of the Editor......... 40 
New Publicity Ideas .......... 42 
The Meaning of Legs.......... 44 


At Next N.S. R. A. Convention. 45 


By Harry R. Terhune.......... 46 
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By Helen M. Haney ........... 55 
About Botailere ........ccscees 61 
Among Manufacturers ......... 70 





GETTING MORE 
SHOES SOLD RIGHT 





THE BooT AND SHOE RECORDER PUBLISHING Co. 
207 SouTH STREET, BOosrTon, MAss. 


Directors of the corporation, in addition to 


the above-named 
A. C. PEARSON Cc 
Owsmn A. THOMAS 


HARLES H. FURBER 
R. D. NorTHROP 


officers, are as follows: 


Hues M. BowEn 
P. M. FaHRENDORF 








SUBSCRIPTION RATES 


The subscription price of the Boor anp SHow Reoorpse is $3.00 for one year, which includes 
postage in the United States, its possessions, Canada, Mexico, Spain and its colonies and South 
America (excepting Venezuela and the Guianas, which is $6.00). 


FOREIGN SUBSCRIPTION—The price to all foreign countries except the above is $6.00 per 
year including postage. 
All subscriptions are payable in advance. Single copies 25 cents. 
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Next Week 


you will find 


in the 


Boot and Shge 


Recorder 





UR biggest task in September is 

to put before the merchant a 
primer of prices based on the real 
logic of the leather situation. The 
public should be told very definitely 
that the thing to do is to buy the 
best shoe that can be afforded and 
to take care of it after it is bought. 
The public must be told that, in com- 
parison to the service rendered by 
any article of apparel, modern ma- 
chine-made footwear stands out as 
the greatest industrial achievement. 
The public must be told, just as it is 
informed of a penny rise in cotton, 
that the great basic raw material, 
hides, is increasing in price because 
a world shortage is getting more 
acute with every increase in popula- 
tion and a corresponding increase in 
the use of leather in all industries. 


ERE is nothing the matter 
with the shoe business when it 
can show an increase of 10,572,852 
pairs of leather shoes produced in 
the six months period January to 
June, 1927, an increase of 6.38 per 
cent over 1926. If the figures con- 
tinue in the same ratio, 1927 will 
show the greatest production of 
shoes in the history of the shoe 
business. Some of the new ways of 
selling told in next week’s issue will 
help. 
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THE LAND OF THE MIDNIGHT SUN 


Where for six months of the year the sun never sets 


Diu sun has never set on the superiority of VULCO-UNIT 
1 OD, Gas UO) com sietucm ad totasttuiaetilauere li Cualole Mm comidelome)o lela Baxteler 
The present-day popularity and general use of VULCO-UNIT BOX TOES 
is because shoe manufacturers everywhere have come to know that 
VULCO-UNIT BOX TOES are thoroughly dependable in every way. 
THE GENUINE VULCO-UNIT BOX TOE IS MADE AND SOLD ONLY BY 
BECKWITH MANUFACTURING COMPANY 
Largest Manufacturers of Box Toes in the World 
111 SUMMER STREET - BOSTON 


: Pelatet Cinc 














‘“r)- >. N22 pri 


September 17, 1927 BOOT AND SHCE RECORDER 


HI 





We merchandise 
scientifically 
and successfully 


@ The fundamentals of scientific merchandising are con- 
servatism in buying, progressiveness in style selection and 


service to customers. 


@ Wohl Shoe Company has followed this sound com- 
mercial practice with outstanding success in a business 
generally regarded as hazardous. 


@ Chain stores and large department stores owe their 
success as much to these policies as to their concentrated 


buying power. 


@ The individual shoe merchant often lacks the buying 
power to meet the keen price competition of the local 
chain store. We supply this through our merchandising 
service. You can draw from our warehouse the same as 


chain stores draw from theirs. 


@ We assume fifty per cent of your business uncertainties. 





Showing the Advance Styles 
for Immediate Delivery has 
made us the Dominant Whole- 
sale Shoe House in our Field. 


v 


WOHL SHOE COMPANY 


1224-1226 Washington Avenue 
Saint Louis So ttees fe oe 





. , , . . 
*.e , 
Fall : ae 
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